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Today, the Winthrop name wy her ymous with | 

smart, timely, up to the minute mén’s style J 

footwear. 

That’s one reason why Winthrop Shoes are bring- 
ing more and more dealers greater shoe sales and 


profits each year. 


Ry be featured in , 3. ; sil profitably at $5.50 to $9.50 Let the Winthrop representative give you the 
FE = ESQUIRE Slightly Higher in the West complete story of the Winthrop Line for Fall 1942. 
RDAY EVENING POS Prices change without notice 
S Post { subject to a antes) New York Office: 914 Marbridge Bidg. 
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seen in the smartest shops 


--- and the busiest 


Wherever you see excitingly chic 
footwear being shown —and sold — 
there you'll see Tandrite Calf! 

Tandrite Calf is famous for its con- 
fidence -inspiring colors, feminine, lus- 
trous finish and lasting loveliness. 


Military Cord-laced “LOVEUN™ 
by Paramount Shoe Mfg. Co. 
St. Lovis. Bolero Lost, 22/8 
Breastiock Heel. Hubschman's 
Calf No. 571. Also offered in 
Colors 553, 594 and 500 Block. 


These qualities not only cause 
Tandrite to be recognized as a top- 
flight fashion favorite— but — they are 
also the reason why it enjoys an 
enviable reputation for keeping cash- 
registers ringing ! 


E. HUBSCHMAN & SONS, INC. 


TANNERS OF FINE CALF LEATHERS, PHILADELPHIA, PA, 














MODEL BY GILBERT 





IN STOCK 
No. 13484 - MADAM.- 
Vamp Loop Tie. Turftan 
Loops and Back Stay. 

4% wo sAAA w C . $4.25 












MONG the smart and comfortable walking shoes busy women will want for the hot 
days ahead, is this chic number. Both the "Teen=Age girls and their mothers! Fine 
quality is combined with attractive stitching and style detail. The Sturdy Elk leather 






_is cool and comfortable. The inner value of the three=point suspension of the innersole 





gives the correct foundation for the natural curvature of the arch. This, plus the wide 





range of widths and sizes for 12/8 to 14/8 heels, makes fitting problems easier. 





Tailored suits will highlight women $ fashions this summer. This Kaliesten=iks 
MADAM-ETTES Oxford gives to the suit ensemble the correct finishing touch! 


Like the line as a whole, it gives to the store or department a capital 


asset for holding discriminating customers. MADaw-ertEs 


' THE GILBERT SHOE CO., THIENSVILLE, WISCONSIN 
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The new Morse & Rogers presentation is so amaz- 
ingly complete that it can be readily and profitably 
merchandised in ONE or all FOUR of these 
directions: 
1. The modern Juvenile Shop or Department 
2. Women’s Shoe Shops or Departments 
3. Exclusive Men’s Shops or Departments 
4. The Family Shoe Store 
In each classification there are many lines in 
various price ranges—each with an individu- 
ality all its own and a completeness that’s 
designed to fit your particular requirements. 
Our IN-STOCK service enables us to handle 











A postcard will bring our salesman to you 


MORSE & ROGERS | 


New York Branch 


INTERNATIONAL SHOE CO., inc. 


21 HUDSON STREET — »» NEW YORK CITY 
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THESE SHOES by Simplex are striking exam- 


ples of the success that manufacturers are 
attaining with Brogandi in casual shoes. Its rich 
scratch-resistant texture and airy coolness make 
it ideal for shoes whose main functions are to 


give comfort and lasting smartness. 


GRAINED GOATSKIN 








Shoes by 


SIMPLEX SHOE MFG. CO. 
MILWAUKEE, WISCONSIN 
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JOHN R. EVANS & CO 


April 25, 1942 





CONSTRUCTION 


fee WALKING <~ MORE STANDING~ 
—> MORE COMFORT 


Multiple millions of feet carrying armies of war and civilian workers to new 
and vital tasks, must have extra attention, extra comfort, extra protection against 
breakdowns, aches and other foot ills. 

The shoe manufacturing industry, simplifying and streamlining its production 
methods, welcomes SHUGOR Arch Cradle Construction as the answer to the 
problem of securing adequate support for walking, working, standing feet. Arch 
Cradle Construction support requires no new, involved, ——_ processes 
in shoe factory assembly lines. 

Shoe retailers are learning how Arch Cradle Construction increases sales, wins 
new customers, and brings to every wearer a new conception of healthful feather- 
weight support, resulting in a foot comfort impossible to achieve by old-time 
bulky arch-support designs. ; 

Arch Cradle Construction points the way to quicker shoe production, quicker 
sales, quicker adjustment of workers to the new era of dependence upon their 
feet! For complete details, write 
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TRAVEL LESS 
National Economy Is A Patriotic Duty 







THEREFORE 







Concentrate your buying at the 


Fall Opening 








(HOTEL NEW YORKER 


ROOMS 618-619 
MAY3TO7 =~ , 
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Cambridge 
RUBBER COMPANY 


FACTORIES SALES MGR. OFFICE: GENERAL OFFICES 
ROOM 213 KEYSER BLDG., 























MAIN STREET 
CAMBRIDGE, MASS. |  __ “ALTIMOR a th sete soen 
TANEYTOWN, MD. NEW YORK SALES OFFICE BRANCH WAREHOUSES 






ROOMS 630-843 317 W. MUNROE ST., CHICAGO 


ST. REMI, QUEBEC MARBRIDGE BLDG. 47 W. 34TH ST. 542 S. BROADWAY | LOS ANGELES 
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BUCKO CALF* 


(non-crock) 


A leather that can take it. For all types of walking 
shoes. Will not scuff or crock—Easily cleaned. 
Soft and pliable for shoes that can be lived in. 


*trade-mark registered 


VELVETTA SUEDE CALF 


Think of dressy Fall footwear and you think of 
Velvetta Suede Calf. . . . It's clean-cutting . . . 
it comes in the authentic shades for Fall. 


INFANTA CALF 


Rich, vibrant colors . . . satin-like finish. That's 
Infanta Calf. For all types of polished footwear. 
In both smooth and boarded finish. 


SOFTONA CALF 


A beautiful calf leather for elasticized and soft- 
type walking shoes. You'll see it, too, in smart 
handbags to match! 


HUNT-RANKIN LEATHER CO. 
106 BEACH STREET, BOSTON 
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Unpredictable things are happening all about us today. 

Change has never taken place so rapidly . . . even in the 

rapid-change American scene. Merchandise that was taken 

for granted yesterday is made of something else today . . . 

or is non-existent. And women are turning to the only 

reliable standard left to them . . . the name of a firm they 

so ,; ,' know, from years of experience, can be trusted to give 


them honest value no matter what the exigencies of war. 


puts I. Miller has enjoyed the confidence of American 
women for more than half a century. We 


her pledge ourselves to be deserving of it now by 


faith in 
the > | } no war, I. Miller shoes will always be the 


maintaining our standards of quality 


and service in spite of adjustments. War or 


best shoes it is possible to make for a given 
label... price .. . the I. Miller name will always 
stand for fashion-rightness, for quality. 

in g ; 
YOUR Now that it is the patriotic duty of every woman to get the 


most for her dollar, she is at last learning to look at the 


store \_ label . . . to buy merchandise that is backed by a house whose 


integrity has never been questioned. She knows that a 


if you 


shoe that is a “good copy” may be attractive to her untrained 
earry eye, but that the craftsmanship of cutting, lasting and 
handling good leather are not visible to the naked eye . . . 

it that the “feel” of quality that means comfort, fit, good 


wearing qualities, is something she must take on faith. 


i.Miller and Sons, Inc. 
Long Island City, New York 


Shops and Agencies in principal cities 
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In Washington’s noted Hahn Store, Mr. Harry Hahn takes a 
special interest these days in the proper fitting of service shoes. 


Ome Shoes by 


Washington resounds with the quick sure tread 
of women in uniform . . . defense leaders and 
workers from all over the country. The great 
Hahn Store, shoe center’of the capitol, reflects 
the earnest spirit of the times. Harry Hahn, 
buyer of women’s shoes, says: “Every day we’re 
selling more service shoes. And we and our 
customers both think Florsheim’s tailored styles 


are perfect.” 


COMPO SHOE MACHINERY CORPORATION : 


orabevm at Hahn’s 


WOMEN'S DIVISION 


ial 
- 
Florsheim put a lot of thought into these timely 


shoes, and have designed a group of important 
models for the active women of today—sensible, 
comfortable and smart. They are manufactured 
by the Compo technique, with Compo equipment 
and adhesive. This accounts for the trim lines and 
flexibility which distinguish all Compo Shoes. 
Directly and indirectly, Compo is proud to play 
its part in the patriotic duty of defense. 


BOSTON, MASSACHUSETTS 

















TYPICAL WASHINGTON DEFENSE WORKER knows how much she 
must depend on her feet, wears service shoes by Florsheim. Nationally 
advertised as the “most walked-about shoe in America,” she expects this 
particular Florsheim to live up to its claims — what with defense jobs for 
women and the curtailment of civilian motor travel looming larger every 
day. She finds comfort in her Florsheim’s broad semi-low heel, support in 
its oxford lacing and the wonderful fit and flexibility which result from 


the Compo technique. A shoe that looks, means and sees — Service. 


THE JACK that Compo built---one of the 
unit parts of the Compo Conveyor 
shown below. It is generally esteemed 
as the best and simplest method for 
bonding firmly the soles of shoes by ad- 
hesion. This is the way it works with the 


Florsheim service shoe. 


FLORSHEIM FACTORY SUPERINTENDENT, Harvey Weil, and Frank Waterson of the Compo 
technical staff, inspect the product of the Compo Conveyor. The efficiency, economy and speed of this 
machine tell just one of the reasons why the Florsheim Company has been for years one of Compo’s 
most loyal and consistent users. 


‘ PRODUCTION to date of Compo Shoes 
exceeds four hundred and fifty mil- 
lion pairs... is ample evidence that 
many other fine manufacturers also 
distinguish Compo as the standard 
procedure for cementing soles to 


shoes. 











MEET THE CHAMP... 


As a Shoeman, he was good! 


Our from the ranks of 
’ 75,000 salesmen who serve 
the consumers at the na- 
tion’s fitting stools in shoe 
stores and shoe departments, 
several hundred of these 
capable ‘Champs’ have 
stepped into Uncle Sam’s fighting ranks. They 
are either in training, or now guarding our 
farflung ramparts. He did a good job a-fitting 
shoes. He will do a swell job a-fi'ting the con- 
fident raiders of our ni&tional ‘foot-stool’. 





On the production line we can do no less in 
loyally backing him up, for his shoes call for 
taps to make ‘em wear longer; and to give 
surer ‘stance’ for accurate plunging and shoot- 
ing. Victory is only to the sure-footed! 


Twenty-two years of trade acceptance have 
demonstrated the consistent wear-value and 
protection against slipping hazards of the 
original ‘cord-on-end’ construction of GRO- 
CORD, RAW-CORD, NEO-CORD and 
CRAFT-CORD soles and heels. 


Of necessity, our production of RAW-CORDS 
has been curtailed but we are serving our 
customers as best we can, complying in every 
sense in the conservation of rubber—and de- 
voting our every energy to manufacturing 
soles and heels for Work and Safety Shoes, 
for men behind the men behind the guns. 


LIMA CORD SOLE & HEEL CO., LIMA, OHIO 
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‘“ 
is want of a nail, the shoe was lost 
For want of a shoe, the horse was lost 
For want of a horse, the rider was lost 
For want of a rider, the battle was lost 
Because of the battle, the kingdom was 


lost 
All for the lack of a nail.” 
* * « 





WE have every sympathy in the 
world with the War Production 
Board’s major effort to put the 
United States on a war footing but 
for the life of us, we can’t see any 
serious point in -the following re- 
lease: 

“The Shoe and Leather Products Sec- 
tion, WPB, suggested today (April 1, 
1942) that shoe manufacturers immedi- 
ately cut the use of tacks by 20 per cent 
to reduce the amount of tack plate and 
other metal for tacks consumed by the 
industry. 

“To effect such a reduction, the branch 
outlined for manufacturers a maximum 
number of tacks it believes should be 
used in the various phases of shoe prod- 
ucts. The number of tacks to be used is 


as follows: 


Insole Tacking 
Welt 
Stitchdown (lasted out) 
Stitchdown (lasted in) .. 
Nailed work 
Men’s McKay Dress .. 
Women’s McKay ( includ- 
ing cemented and Little- 
way) ..... Re auts 4 


“Extreme small-sized children’s shoes 


Tacks per Pair 
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1942 


the lr ade 


might well be made with fewer tacks 
than suggested above.” 

Sure, metal is a vital material but 
a tack saved here and a tack saved 
there is going to make poorer shoe- 
making. One would almost feel 
from reading this release that‘a sur- 
plus amount of tacks are now being 
used — when anybody connected 
with shoes knows that in the highly 
competitive technique of shoemak- 
ing not a single tack more than is 
needed is used—because it wastes 
metal and wage-time. What tacks 
are used in shoes are used for a 
purpose. Those that are pulled, go 
into scrap. 


DON’T think it is trivial that we 
should pick on a little item like 
tacks. It is very important that 
we know where we stand in this war 
program. What is needed in Wash- 
ington, more than anything else, is 
a shoe trade information bureau 
comprised of the strongest men in 
the trade, deeply experienced in the 
making of shoes and in the diversi- 
fied needs of the civilian population. 
These men should be on duty, and 
on guard, because there is some- 
thing worth preserving—in the ful- 


fillment of the complete war effort 
of men, women and children—for 
they too count. 
IT’S beginning to look to us as 
though we are reaching the stage of 





over-organization that serves no 
war purpose. We know that there 
are leathers below the standards of 
quality needed by government for 
war shoes. We know there is no 
sense in piling this stock up moun- 
tain-high just to deprive industry of 
material needed for civilian use. 
The same must be true of metal. 
Tack plate isn’t as important as 
armor plate and after all, if five 
tacks are needed in an operation, 
taking one away isn’t going to win 
the war no matter how far you ra- 
tionalize the metal situation. 

Is it any wonder that the shoe 
manufacturing field is in a panicky 
situation at the moment? It’s a 
thousand and one little irritations 
that build up into a mountain of 
red tape, engulfing the civilian as 
well as the military effort. 


PERHAPS our industry has been a 
trifle lax in not being Johnny-on- 
the-spot in Washington with an 





answer to every problem affecting 
shoes. We've rested our case on the 
power of a great many little men 
and women—sitting and waiting 
for instructions and following them 
to the letter. Other industries, 
dominated by a few powerful oper- 
ators, have certainly presented their 
case but we, in shoes, are a differ- 
ent breed of business men. We have 
faith; we have tolerance; we have 
common sense. Something can be 
said in praise of the guy who sits on 
his fitting stool and tells the cus- 
tomer: “This is the type of shoe 
you'll need to weather the war. It’s 
in the right materials, in the right 
last and in the right fitting.” 

But maybe the time has come for 
a few strong men to show the Di- 
vision of Industry Operations that 
_ the majority of shoes made in this 
country are natural, normal, com- 
mon-sense shoes that serve a pur- 
pose for men, women and children. 





SHOE store libraries are few and 
far between. It was a joy to see the 
two-foot shelf of Maurice Markell’s 
in his store in Brooklyn; to drop 
into the Rubber Manufacturers As- 
sociation and find, in their recep- 
tion room, a useful, practical library 
available to one and all; to go into 
E. C. Sam’s office at the J. C. Penney 
Company and find a long row of 
useful books on his second desk, 
including a well-thumbed Bible. 
Yes, indeed, there is beginning 
to be an appreciation in this coun- 
try for something other than grape- 
vine information,.snap judgment 
and curbstone opinion. There’s 
many a business man striving to 
find from well-cénsidered, well- 
written and _ well - authenticated 
books those seeds of understanding 
and progress that might help him. 
All this we say in preface to a 
truly great book: “DU PONT—140 
YEARS” by William S. Dutton, 
published by Charles Scribner 
Sons, New York ($3.00). This book 
is a biography of a business and 
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ABOUT INDIA 


(= a 


—One of the multitudinous prob- 
lems facing a war-inflamed world 
today has to do with India. 

—We, of the Western World, even 
if we have included India in one 
of our “grand tours,” know very 
little about that vast and mys- 
terious country. 

—England, with a $4,000,000,000 
investment in India, has a vital 
reason, however, to know, under- 
stand and handle India with the 
utmost diplomacy. 

—Seventy-one per cent of the pop- 
ulation of India is Hindu, 23 per 
cent is Moslem, the remainder in- 
cludes Sikhs, Christians, Budd- 
hists, Jains and others. 

—There are 562 native states, as 
well as I! Provinces; some 200 
languages are spoken; about 
2000 castes and sub-castes exist 
and in addition there are 50,- 
000,000 "Untouchables." More 

* than 85 per cent of the people 
are illiterate. . 

—Why use up space in a shoe pub- 
lication to talk about India when 
we are interested mostly in 
shoes? 

—Well, this Indian problem affects 
all of us, either directly or indi- 
rectly, and we do—ofter all— 
import huge quantities of the 
things that are used in the mak- 
ing of shoes, from India. 

—So, as the problems of the world 
are being faced and studied, let's 
hope that the Indian question 
will be finally settled in such a 
way as to cause us of the shoe 
industry, a minimum of damage. 


FUT een 


President 





of a young nation on the march. 
It is the story of men of vision and 
venture, of labor, sacrifice and de- 
votion to an ideal. There’s romance 
in its pages—bravery, humor and 
tragedy. What’s more, it doesn’t 
pull its punches. As Lammot du 
Pont, one-time president, puts it: 


“Competition should be not only 
recognized, but welcomed. . . . Com-- 
placency does not thrive in such 


an atmosphere.” 
- * * 


PAUL C. SCOTT, of Scott Foot 
Appliance Co., Inc., observes: 

“The rubber situation is quite 
serious and it will probably become 
even a little more so as we go along 
unless some means are found to 
secure more reclaim rubber; but 
we will come out of it eventually 
and probably secure ideas and de- 
velop processes which, in the end, 
will put us far ahead in the rubber 
industry in our own country rather 
than depending on distant sources 
for its supply. 

“Right now they are experiment- 
ing with the common milkweed and 
several other plants which grow 
readily and prolifically in this 


aueser 
PROJECT 





— 
country and which scientists tell us 
can produce rubber. So if this thing 
lasts long enough we will un- 
doubtedly be producing rubber in 
this country from sources we never 
thought of: before. The biggest 
question of all is the price, but 
American ingenuity certainly should 
whip that problem. ; 
“We are meeting it just like 
every other firm, getting along with 
what we can secure. We don’t have 
as many men out covering territory 
as we had before and are simply 
trying to hold onto our good cus- 
tomers just as long as we can. Right 
now, of course, sponge rubber can 
only be made from reclaim rubber 
and that means that it is black in 
color, which doesn‘t suit any of us 
exactly, but there are lots of things 
we are putting up with today which 
we don’t like, and if it will help to 
eliminate the dictators we are 
mighty glad to do-it.” 
* . 


SID WEBER of Janesville, Wis., 
puts a message in every ad, under 
the title: “SID WEBER—fitting 
Feet to Keep Feet Fit’.” Here’s a 
timely topic: 
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“For fitting shoes is considered a 
serious business here. If we can 
wait on more people early in the 
week, early in the day, we can be 
much more efficient. Week-end rush 
hours are not conducive to best ser- 
vice. 


’ 4 4 A 
oI ‘) ri’ 
ays: éwis)_ 

“War time operation demands 
that we redouble our efforts to urge 
these WHO CAN to shop earlier. 
Stores are short of man power dur- 
ing rush periods when farmers, de- 
fense workers and others unable to 
come early should be given prefer- 
ence. 

“You'll do more walking this 
year, so shoes should be chosen 
more carefully. And you'll help de- 
feyse, offense, yourselves and us by 
shopping early—those of you who 
can ... but you’re welcome any 


time.” 
* * % 


THESE are days to catch the public 
eye with unusual window displays. 
Military footwear is in the picture 
as well as on the service foot. 

In the window of the Charles 
Cleres store in Philadelphia is a 
strictly show shoe; and while it is by 
no means the largest in the world, 
it is plenty large enough—measur- 
ing 28 inches in length (which fig- 
ures out to about size 108). The sole 
is one and seven eighths thick and 
the heel is built of fifteen pieces of 
leather. The shoe is a Blucher bro- 
gan and both sole and heel are hob- 
nailed. It is the design issued to 
the Army as standard from 1870 to 
1880 and was built by the firm of 
Nahm Brothers (shoe manufacturers 
of Philadelphia) which concern re- 
mained in business until a few years 
ago and was exhibited by them at 
the Centennial Exposition in Phila- 
delphia in 1876 to celebrate the hun- 
dredth anniversary of the signing of 
the Declaration of Independence. 

L. E. STEWART of Stewart Bros. 
Shoe Store, Scotia, New York, 
answers the statement by the anon- 
ymous leather man in our issue of 


April 25, 1942 


Feb. 28 (Voice of the Trade) by 
saying: 


“I take exception to the article written 
by a leather man under Voice of the 
Trade in the February 28th issue of the 
REecorpER. 


“This man may know leather and 
think that he knows everything about 
fitting shoes. For his information the 
community store could not last if it prac- 
ticed misrepresentation and trickery to 
make sales. You can trick a community 
customer about once and he would cease 
to be a customer. If he has reference to 
the chain store in a community, this 
might work, as they will go from store to 
store and finally come back to the first. 


“If this man, this Leather Man, who is 
an expert at fitting shoes would stay home 
and let his wife do the buying of shoes 
I think that his wife would be happier 
and his kids would be properly fitted 
without his expert advice. We’ sell very 
few misfits and the greatest share of these 
are caused by these so-called experts. 

“As careful as we try to be we can 
once in a while misjudge a flexible arch, 
but our policy is, if we haven't got the 
proper size and the customer can’t wait, 
send them some other place. You would 
be surprised if you knew the percentage 
that will stick with you and wait for the 
proper size. 

“I may be doing this so-called Leather 
Man an injustice in referring to him as 
an educated fool, as it is possible that he 
is educated in fitting shoes and may be in 
a position to tell a few of us old Bucks 
a few things that we don’t know, and | 
will admit that there is a lot that I don’t 
know. 

“My suggestion to Mr. Leather Man is 
that when he finds a store that uses 
trickery to make their sales, to leave that 
store strictly alone. I think that he can 





still find a few honest dealers in the shBe 
business. 

“There is one thing that I would like 
to see, that is a law passed to license all 
shoe clerks and make that law strict 
enough so that when a customer brings 
her child into a retail store and asks for 
a licensed shoe clerk, she will know 
that clerk is capable of fitting shoes or 
he wouldn’t have his license. You know 
and I know that some clerks in stores 
hardly know how to read sizes, let alone 
fit the shoes properly. I learned the hard 
way, in a chain store, where my orders 
were to keep the cash register ringing, 
and there wasn’t much worry over fitting. 
If the shoes went on, it was a perfect fit. 


“I am like the Leather Man, I would 
prefer to remain anonymous, as some of 
these remarks will hurt; but I hope that 
we can all get together and do away with 
the trickster in the shoe business.” 

The leather man, who still wants 
to keep his anonymity, read Mr. 
Stewart's letter and his rebuttal is: 

“Circumstances alter conditions 
but I was speaking from the view- 
point of big metropolitan trading 
areas. Where I live, there is a flow 
of 100,000 people per day along the 
street of shoe stores and the attitude 
of the clerk about customers is 
usually: ‘Here today and there to- 
morrow. They are always in the 
process of moving in and out and 
there isn’t that responsibility to the 
transients that there is to customers 
in a small town where, once you get 
them, they are yours and you can’t 
afford to lose them.” 
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“Just give me a nice, comfortable fit in an oxford; and if | ask you what size it is, 
just evade the issue and start talking about the war.” 
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RECORDER 
PICKS BASES 


Blucher oxford with moccasin front 

because it foreshortens foot. Most 

popular service shoe with women ac- 
customed to higher heel types. 


Feature oxford because it is the 
fundamental comfort shoe and 
will be more important than 
ever as more women take jobs. 


, 
Open back, open toe pump, 
\. because manufacturers have pat. 
terns in stock and shoe can be 
varied with many different orna. 
ments. No counter is needed. 


Ghillie with leather loops be- 

cause it uses no metal. This is 

one of the “Service” types so 
important for Fall. 


Front seam buckle monk, un- 

lined, because it saves leather 

and lining material. Buckle of 
plastic, wood, or leather. 


WIDELY publicized, these apparel sketches illustrate 
the difference between styles before and after the War 
Production Board’s new simplification order. Every- 
thing was considered except shoes, which were not in- 
cluded in the order. The designers and makers of shoes 
are still free, so far, ts work out the problem of short- 
ages in their own individual way. In these 10 shoe 
sketches we show basic styles for Fall, designed to make 
the best possible use of available leathers and fabrics 
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FOR WARTIME ECONOMY 


Simplification, not Regimentation, Is the Guiding Rule in the 
Creation of Fall 1942 Styles for Women. Shoes Will Still Be 
Attractive, Smart and Varied in Design. Endless Painstaking 
Ingenuity Is the Answer to the Problem. Curtailment of Re- 
sources and Supplies Only Makes the Designer and Manufac- 
turer Work Harder to Overcome the Deficiency. No Brass for 
Ghillie Hooks? Then Use Leather Loops. Shortage of Rubber 
for Backing? How About Small Areas of Goring or a Strap 
Shoe with Leather Slide instead of a Buckle? 


by ELEANOR RUTLEDGE 


e 
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i= 
SAX: 


Shawl tongue stepin because it 
can be made with concealed 
gore instead of elasticizing. 
Harness stitching important. 


One-eyelet tie with embroid- 

ered eyelets because it saves 

metal and is a a shoe 

needing no elasticized adjust- 

ment. A pretty feminine shoe. Spectator strap for the 
woman who cannot wear 
apump. Buckle of plastic 
or or a leather 
slide. Decorative harness 

stitching. 


Unlined U-throat oxford be- 
cause it requires no lining. 
Popular service shoe with many 
women. Really low heel makes 
for more comfort for wearer. 
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Miss Mildred Saunders, sal 


GrIkRLS 
MAKE GOOD SHOE FITTERS 


“THis young lady will take care of you,” will soon be 
a common form of greeting customers in shoe depart- 
ments and shoe stores throughout the country. 

For, with the military services and defense industries 
drawing so many men from the fitting stool, more and 
more women are being placed on the retail shoe selling 
front. A survey of representative shoe stores and shoe 
sections in department stores made by the Boot anp 
SHoe Recorper reveals that women are already being 
used to a marked extent to replace men as shoe clerks 
and that it is the consensus that this trend will increase 
rapidly in the next six or eight months. Some stores 
report that women already comprise some 40 per cent 
of their selling staff, calls for women are becoming 
numerous among the want ads in the newspapers in 


some cities, and many departments and stores are build- . 
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» fitting a customer at 
The May Company salon in Los Angeles. 


ing up a reserve list of women to call upon as the need 
develops. 

Women shoe clerks are now in evidence in most de- 
partment stores, in chain shoe stores, and in indepen- 
dent stores. A number of shoe store owners interviewed 
stated that, although they have no regular women shoe 
clerks as yet, they are beginning to use them as extra 
clerks and are planning to use them on a full-time basis 
in the near future. 

Although the increased number of women employed 
in shoes stores may be wartime news, women shoe 
clerks themselves are certainly no novelty. In small 
towns and cities they have been found in department 
stores and family shoe stores for many years. In fact, 
several stores reported that during the past two months 
they had lost some of their best saleswomen to large city 
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Summoned to Service at the Fitting Stool in Many Stores and Departments 


as Replacements for Men Who Have Been Called to the Colors, Young 


Women Show Tact. Patience and a Friendly Attitude That Wins the Good 


Will of Customers, Even in the Men's Shoe Department. 


department stores. Department stores have always had 
some women on the shoe floor. In Chicago, for in- 
stance, nearly all of the downtown department stores 
have always had a few women in their shoe departments. 
And it is interesting to know that these department 
heads all stated, “When a woman is good, she sells 
right up with the men.” In fact, in two of the quality 
shoe departments, a woman has consistently topped the 
men in shoe sales for the past several years. 


DURING the past several months the large department 
stores have increased the number of women shoe clerks, 
so that those which formerly had only one or two 
women now have four or five, or more. Marshall Field 
& Company, which has run want ads in the daily papers 
for women shoe clerks, uses women in all of the depart- 
ments, with the exception, of course, of the men’s. In 
the case-of Chicago department stores, the increased 
use of women has in some cases been due to shortages 
of help occasioned by the draft and, in others is a mat- 
ter of looking to the future. A good many of the men 
employed in the shoe departments and in the quality 
shoe stores are over 35 and have been employed over a 
period of years and therefore have not been drawn into 
military service. However, the new draft is expected to 
take a considerable toll in many quarters. 
Neighborhood and outlying city stores also reported 


that they are employing more women. Stores in the | 


smaller cities and large towns, particularly where de- 
fense industries are concentrated, have had difficulty in 
securing men for some months and the problem is in- 
creasing. One shoe store, located in a town where there 
is a large munitions factory, advertised for men shoe 
clerks in the local paper for an entire week with no 
applicants. Three of his five clerks are now women and 
“he expects eventually to be totally staffed with women. 

Training of the women evidently presents no special 
problem. Usually they are required to have some previ- 
ous selling or merchandising experience. Many family 
and general shoe stores use girls who have worked at 
the hosiery and handbag counter and break them in 
gradually on the shoe floor. 

Department stores have more of an advantage. It is 
their practice generally to start women out in the slipper 
or play shoe:section or counter where. they learn the 
fundamentals of fitting, sizes, types of shoes, etc. Mar- 
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by BERNICE STEVENS 


shall Field & Company has large play shoe and boudoir 
sections in both the regular and basement shoe sections 
which are staffed entirely by women. After a thorough 
training there they go into the regular shoe department. 
Chas. A. Stevens & Co. uses women in the slipper and 
play shoe balcony section and from there transfers them 
to the Shoe Box, the high style shoe department cater- 
ing especially to the younger trade. 

What type of women do shoe men prefer? Generally 
speaking it depends on what kind of selling they are to 
use them for. For general shoe selling and children in 
family stores or large department, the most successful 
seem to be women between the ages of 30 and 40 of the 
more mature type, very often married, with several 
years of selling experience, and with a friendly nature 
and nice personality. For selling high style shoes to the 
younger trade, younger women, who are attractive in 
appearance, and who have a good style and clothes 
sense are in demand. 

Many advantages were listed by men experienced 
in employing women. They like to use them because 
they are pleasant, friendly, and usually far more patient 
in fitting a customer than are men. Although they will 
not use the sales pressure that a man can employ, they 
often make sales where men cannot, because they are 
more understanding of and sympathetic to a woman’s 
foot problems and her fashion and dress whims. They 
are naturally more style conscious and better informed 
on fashion than men and can do a better job on extra 
sales through suggestions for costume coordination. In 
fact, one buyer suggested that this might provide an 
opportunity for shoe stores to do a promotional job for 
themselves in featuring the fact that their women clerks 
can give expert fashion advice. 


PRACTICALLY all conceded the fact that women give 
equally as good service in fitting as men. However, all 
pointed to some disadvantages which must be con- 
sidered and provided for. Legislation forbids work- 
ing women as long hours as men, thus making it neces- 
sary to provide more clerks and to arrange and stagger 
selling shifts. Women cannot do a lot of heavy stock 
work and should not be expected to do much climbing 
up and down ladders or much heavy lifting. It was 
pointed out that men will have to be provided to do this 


type of work. [TURN TO PAGE 50, PLEASE] 
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NEW YORK 














FALL 


FOUR Fall shoe: shows, scheduled to be held in New 
York in the week beginning May 3, promise to attract 
as big an attendance and more interest than ever before, 
notwithstanding the fact that the number of exhibitors 
will be fewer and styles will be more simple for the 
coming season. Retailers are eager to know just what 
all this style simplification business will mean when 
translated from the realm of abstract theory into the 
practical world of shoes they can stock on their shelves 
and sell to their customers at the fitting stool. 

Retail merchants and buyers for shoe stores and 
department stores are likewise keenly interested in the 
materials situation. They want to know what Fall shoes 
will be made of, as well as what they will look like. The 
four shows in New York will afford then the first oppor- 
tunity of the season to look over a lot of lines, repre- 
sentative of all price grades, and to talk with manufac- 
turers and salesmen about styles and prices, materials 
and deliveries. Judging from all indications to date, a 
very large number of retailers are planning to take ad- 
vantage of the opportunity. ‘ 

Principal among the showings will be that of the St. 
Louis Shoe Manufacturers -Association which will be 
held this year at the Hotel Pennsylvania with approxi- 
mately 68 firms represented. This show, as usual, will 
be the focal point of interest for the great number of 
buyers who look to this great mid-western shoe manu- 
facturing center for style inspiration and for merchan- 
dise. 
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SHOE MARKET WEEK 
MAY 4-8 











SHOE OPENINGS 
IN NEW YORK 


Volume shoe manufacturers will again show their 
lines at the Hotel New Yorker with approximately 250 
firms represented; the majority from the eastern states 
but also several firms from mid-western states and from 
the Coast. ‘ 

Eugene A. Richardson, director of the New Yorker 
show stated in an announcement this week that shoe 
buyers from practically every state in the country have . 
made reservations at the hotel for May 3-4-5-6, during 
the Shoe Manufacturers Fall Opening there. 

A unique display at the show, Mr. Richardson an- 
nounced, will be a tribe of Passamaquoddy Indians who 
will sell war bonds for the Government at the Indian 
booth of the Moose River Shoe Co., Oldtown, Maine, 
home of this tribe. 

Over 200 shoe manufacturers representing the largest 
volume shoe makers in America will have their new 
Fall lines on display at the New Yorker. On April 15, 
two weeks ahead of the show, all sleeping rooms at the” 
New Yorker had been reserved and only a few display 
rooms were available. 

It is estimated by Mr. Richardson that over 10,000 
shoe buyers will be in New York during the week. 

At the Hotel McAlpin there will be between 200 and 
250 shoe firms represented. This showing, while not-an 
organized affair, sponsored by any particular associa- 
tion, is an outgrowth of the timeliness of the St. Louis 
showings, held semi-annually in New York and selected 

[TURN TO PACE 53, PLEASE] 
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SHOE INTEREST OF THE NATION CENTERS ON NEW YORK 

DURING WEEK OF MAY 4 AS APPROXIMATELY 600 FIRMS 

DISPLAY NEW LINES. MATERIALS AND SIMPLIFICATION 

QUESTIONS PROMISE LARGE ATTENDANCE FROM RETAIL 
MERCHANTS AND BUYERS 
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FOUR SHOWS IN NEW YORK WEEK OF MAY 4 


Introduction of Fall Footwear Fashions of the St. Louis Shoe Manufacturers’ 
Association, Hotel Pennsylvania. , 


Shoe Manufacturers’ Fall Opening of Volume Footwear Lines at the Hotel 
New Yorker. 


Fall Shoe Show Representing Various Markets throughout the Country, with 
Group of New England Manufacturers, at the Hotel McAlpin. 


Group Showing of Women's Quality Shoe Manufacturers Arranged by Shoe 
Manufacturers’ Board of Trade of Greater New York, Inc., at Hotel Vander- 


bilt. 
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THAT an enterprising retailer Gan tie in with the na- 
tional advertising of one of his resources and build a 
successful sales campaign around this advertising was 
demonstrated recently by J. N. Adam & Company, Buf- 
falo, in a promotion which tied in very effectively with 
advertising of the same shoes in national magazines. 


In the magazine ad the shoes were shown around the 
branches of a tree, with a sketch of a girl in wide frilly 
skirts seated below the tree. J. N. Adam put this basic 
idea to work; they built a window display featuring a 
cherry tree full of pink blossoms and shoes, apparently 
growing all over the tree and on the green grass matting 
on the window floor. A mannequin dressed in pink was 
seated on the matting; Summer breezes gently stirred 
her skirt, and a large blow-up of the ad appeared at 
jhe foot of the tree. 


This attractive and well-laid-out six-column 
newspaper ad was instrumental in bringing 
many customers to the department. Note 
the clever placing of the shoe descriptions. 


















The store also installed an interior display of these 
shoes in a case at the entrance to the shoe department—a 
good spot for a display because the escalator adjacent 
carries much of the store traffic. Here again a cherry 
tree w.th pink blossoms was the central figure. Shoes 
appeared among scattered blossoms on the green matting 
at the bottom of the case, and a blow-up of the ad ex- 
plained the motif. 

In addition, for the three weeks preceding Easter, 
the entire battery of Main Street windows in this store 
were devoted to shoes, stimulating interest in shoes for 
the Easter Parade. 


The agri used by J. N. Adam & Company, Buffalo, 
ite page, to introduce their Spring shoes. 
The penal tree in the background bears pink blossoms 
and several shoes; the model wears a soft pink dress. 










TO WORK FOR 


This display appeared at 
the entrance to the shoe 
department, next to the 
store escalator. The 
cherry tree theme was 
repeated, and the shoes, 
appearing among scat- 
tered pink blossoms, de- 
rived an added Spring- 
like note from their sur- 
roundings. 
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THAT'S THE TECHNIQUE WHICH J. N. ADAM & COMPANY, BUF- 
FALO, NEW YORK, USED IN A RECENT PROFITABLE PROMOTION 
OF NEW SPRING SHOES. WINDOWS, ADVERTISING AND IN-STORE 
DISPLAYS PUT REPEATED EMPHASIS ON SHOES—AND THE IDEA 
WORKED, BRINGING MANY NEW CUSTOMERS IN TO BUY SHOES 





In the Buffalo Courier-Express the store ran an adver- 
tisement, six columns wide and the length of the page, 
carrying the tree idea even further. “Awake with 
Spring” was the heading, and a huge tree appeared as 
background motif, bearing on its branches various styles 
of suit shoes. A girl wearing a suit and in stocking feet 
stood at the bottom of the tree, at the foot of a ladder 
reaching up into the branches. Between the rungs of 
the ladder were the descriptions of the shoes shown. 

The advertisement and the window brought many 
customers into the store to see these new Spring shoes. 
Shoes were displayed in lighted niches in the depart- 
ment, and the promotion, which began with the manu- 
facturer’s ad in a consumer magazine, developed into 
a most profitable one for the store. All it takes is a 
little ingenuity! 
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The Editor’s 


Outlook 


by ARTHUR D. ANDERSON 
EDITOR * BOOT and SHOE RECORDER 


Profiteering and Price-Fixing 


THE fat’s in the fire! The expected happens! Senator 
Bennett Champ Clark (D., St. Louis County, Mo.), on 
Monday April 13, in the Senate, said: 


“There came to my attention the case of a lady who had 
gone to the shoe department of a great department store 
and examined a couple of pairs of shoes, but had not made 
up her mind as between the two pairs when she went to 
lunch. During her lunch, she made up her mind, and 
came back about an hour later and asked for the pair of 
shoes she decided to buy. That.pair of shoes had ad- 
vanced 50 cents during the lunch hour. 
“T am not leveling any criticism at this particular department 
store. I have made such inquiry since, as I have had 
opportunity, and have found the same thing is occurring in 
all the department stores. If they are following this prac- 
tice, the smaller retailer will necessarily be forced to the 
same course, and that procedure is described in all quar- 
ters as an effort to ‘beat the ceilings.’ ” 

He went on further to say the country had no time 
to lose in establishing all-over control on prices, wages 
and profits, if we are to avoid a wildfire inflation. 

We hated to see the “profiteering-button” pinned 
onto shoes, once again, so we got in touch with Wash- 
ington immediately and had our Washington man con- 
tact Senator Clark’s office. No evidence resulted so we 
have come to the conclusion that the Senator will hot 
name the store. He can, of course, hide behind the tra- 
ditional Senatorial immunity—to say what he pleases 
without giving public proof. 

Far be it from us to challenge a Senator, but “busi- 
ness isn’t done that way”; mid-day changes imply price- 
pyramiding every hour. Too much American opinion 
is built around the experience of somebody's wife, as 
though that isolated proof is infallible. 

What we don’t like to see is the shoe trade’s nose 
caught in the legislative wringer just before Congress 
gets the President’s anti-inflation and price curbing pro- 
gram. Most everybody knows that we are in for ‘some 
sort of sweeping price control. We've told you in the 
RECORDER about the Canadian method and it evidently 
appears that that’s the pattern we're going to adopt. 

We certainly were in an unfortunate position during 
the last war when the profiteering cry was blasted 
through a shoe horn and many a shoe merchant still 
remembers the terror of those times when his name was 
definitely hitched to the word “profiteer.” We don’t 
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want to see that happen again and for that reason we 
acted immediately to see whether it was possible to 
clear the charges before they swept the country. Human 
nature being what it is, and shoes being so common a 
topic in all conversation, it’s mighty important that we 
safeguard the good name of an industry that has kept 
faith. 


Retailing is going to get marching orders in a 
few weeks or months, and if this is regimentat‘on, 
all that we can say is—it depends on what regi- 
ment you are in. As Americans and as business 
men we accept regulations, providing they con- 
tribute to and do not hinder the winning of the 
war. But we are not sat‘sfied with being regi- 
mented as “accessory apparel.” For too long have 
we used the word “accessory” carelessly. Shoes 
are not an accessory—such as bags, belts, trim- 
mings to clothing, something added—that also 
can be omitted. Shoes are the one indispensable 
item in the apparel field—no one can go shoeless 
for long. Washington can put us under a general 
price ceiling but it can’t tell us “Cease Opera- 


-tions.”’ Shoes the people must have and the better 


the shoe and the better its fitting, the better part 
we play in the war abroad and at home. 


There must be some tolerances for the economics of 
shoes. Any price ceiling made retroactive to some eco- 
nomically-impossible-past-date is futile—for this good 
and sufficient reason: Most labor union contracts have 
been increased and passed as of an April date. Most 
factory costs are not subject to retreat. A today’s 
ceiling date may be tolerated, but a past-dated-ceiling 
cannot unravel the threads of time that have put costs 
wliere they are at this writing. The answer to that is 
very plain. A merchant can order the shoes to sell at 
the new ceiling-price, but the manufacturer isn’t com- 
pelled to make them. “You can lead a horse to water, 
but you can’t make him drink.” A lot of horse trading 
and switching lies ahead—human nature being what it is. 

And we bear with this truth—the indispensability of 
shoes—the right shoes, at the right price, in the right 
fitting. The very honesty of shoe service to the public 
and to the armed forces must not be confused with 
consumer accessory items incidental to American life. 
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ViTA-TEMPERED SrpoNGER 
THE,SHANK IS A,BRIDGE 








. BETWEEN THE HEEL 
AND THE BALL 
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Th. steel shank, like 


















a bridge, is a functional, weight bearing 

structure. When “United” engineers V) oe [2 MPERED 

adapted a newly developed heat treating (| Te Ta SHAMS 

process to the tempering of shanks they in- 

creased the strength, hardness and tough- 

ness of the metal. Because of these im- An engineering achieve- 

provements and added metal vitality, the ment—important to the 

process has been called VITA-TEMPERING. shoe manufacturer be- 
Of importance to shoe manufacturers cause it means... 

are the accuracy of fit and uniformity of BETTER SHANKS! 

bend preserved by VITA-TEMPERING. 

VITA-TEMPERED Shanks coming from the 















furnace are clean — free of oil. Clean 
shanks make cleaner shoes and lower 
finishing costs. 
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UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 
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* Washington Newsreel ~ 


|{T may look far-fetched but some ingenious scrivener 
in OPA’s Consumer Division has pointed out the rela- 
tionship between saving tires and wearing properly 
fitted shoes. It’s this way: If you are driving less to 
save tires, you find yourself walking more and com- 
fortable shoes that are well cared for will prove a good 
investment. 

Proceeding further with a dissertation that delights 
a shoe dealer, the writer wisely, if rather tritely, advises 
that extra care in buying shoes to insure a good fit will 
mean that they last longer. Shoes that are too long, it 
is explained, have a tendency to crack across the instep 
and the lining wears out quickly when shoes are too 
big. On the other hand, it is further explained that 
shoes that are too small get out of shape soon. The 
front of the shoe wears quickly, the instep cracks, “and 
with the weight of the body in the wrong place the last 
soon breaks down.” 

Moreover, buyers are told that proper care of shoes 
is especially important in prolonging their life. Wet 
shoes are easily pushed out of shape, and there’s always 
a chance that dampness will start mildew and rotting 
of the leather. So if you get your shoes wet, dry them 
carefully. Use shoe trees to keep them in shape. Just 
in case you're out of shoe trees and can’t get a priority 
for a new pair, the thing to do is to use an old news- 
paper. Then dry them—the shoes—slowly but com- 
pletely, away from the direct heat of radiators and 
stoves. Polish the shoes as soon as they are dry. For, 
OPA says, the oils and waxes in a good polish protect 
the leather. 

And lastly, it is important to keep your shoes in good 
repair. Have the heels straightened before the last is 
worn crooked. Replace worn soles just as soon as the 
outer soles wear through. When seams break, have 
them repaired at once. In these days when we’re con- 
serving the nation’s resources for war production, get- 
ting a good repairman to keep your shoes in condition 
will greatly extend the usefulness of each pair. 

* * ~ 

RETAILERS do not oppose price ceilings so long as all 
costs including rents, wages, interest and other business 
costs are likewise frozen, the Retailers National Council 
declared on April 13 after a conference held at the 
Washington Hotel. Among the member organizations 
joining in the statement was the National Shoe Re- 
tailers Association. 

Proposed ceilings freezing the prices of goods must 
be applied fairly, the Council stated. The OPA, the 
Council said, should allow a reasonable time lag be- 
tween wholesale and retail prices and different base 
periods are necessary. 
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Retail merchants generally, it was pointed out, have 
cooperated with the Price Administrator in efforts to 
keep down prices and have followed the official sug- 
gestions made to that end. Present retail prices were 
said not to reflect present wholesale prices. 

“Retailers who have effectively carried out the rec- 
ommendation of the Price Administrator would now 
lose heavily unless adequate provision is made to per- 
mit the reestablishment of the proper relationship be- 
tween cost and selling prices. Without this, such re- 
tailers would face the loss of their working capital and 
many would even find themselves forced out of busi- 
ness,” the Council stated. 


* * * 


THE reason we're all troubled about inflation is that 
as a nation we have more money to spend than we 
have consumer goods to buy. That’s about as clear a 
statement on the meaning of inflation as can be made. 
It was made by David Ginsburg, OPA general counsel. 
Even though President Roosevelt doesn’t like the word, 
inflation is on the lips of millions of worried Americans 
and therefore such an explicit definition of the term as 
that given by Mr. Ginsburg is needed. Amplifying, he 
said that we’ve either got to reduce or immobilize a 
substantial portion of the nation’s spendable income or 
increase the supply of consumer goods. And, he said, 
we can’t do the latter because .we’re arming the forces 
of the United Nations. 


cd * * 


THE ten manufacturers of steel for shoe shanks have 
been asked by WPB to restrict their production to three 
specific. thicknesses. The purpose is to save steel for 
war use by encouraging the standardization of steel 
shanks of light gages. The Board’s Leather and Shoe 
Section in telegrams sent to the manufacturers requested 
them to discontinue the manufacture of all shoe shank 
steel except for 18-gage shanks of .045-in. thickness, 
21-gage shanks of .032-in. thickness and 19-gage shanks 
of .040-in. thickness. It was further requested that the 
steel of .045-in. and,.032-in. thickness be made of .50 
carbon steel and .040-in. thickness of low carbon steel. 

Shanks range from 15 to 22 gage. The 15 to 17- 
gage shanks, however, consume more steel~by reason 
of their thickness. The 2l-gage is used in the manu- 
facture of military shoes, and it is hoped that it also 
can be used as the standard shank in men’s civilian 
shoes. The 18-gage is used in women’s shoes. The 
19-gage is adapted to various uses, such as in slippers, 
sandals, beach shoes, and some styles of men’s and 
women’s shoes. 
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Our manager of Walk-Over Stores in England reports a 
substantial pair gain for February! England, in its 
third year of war, is still making and selling shoes. 


America, too, will continue to supply essentials. Of course, there will be certain sensible restrictions of 
styles, colors, materials, But there will be shoes for everyone! 

Walk-Over stands ready for Today’s and Tomorrow’s Business. Thanks to long-range planning, we 
are confident that we shall be able to take care of loyal Walk-Over customers in fair quantities and in 
fair season. 

Count on Walk-Over! Our years of fair dealing with tanners and other suppliers are bearing fruit 
today. Naturally, in Men’s shoes, the Armed Forces come first. But the Walk-Over Men’s line for Fall 
°42, as well as Women’s, is as attractive a set-up as there is in the country. In-the-groove styling, proven 
wood, accepted types. And quality maintained. 

We back you with merchandising helps and advertising as usual—and the support of our Stock 
Department. You should not be urged into overbuying! But, remember early orders get early cutting! 
See the Walk-Over lines at once. Geo. E. Keith Company, Brockten, Mass. 


WALK-OVER FALL SHOWING OF FOOTWEAR 
NEW YORK CITY—MAY 3-6 

WOMEN’S SHOES: Hotel Pennsylvania, Rooms 483 and 486 

MEN’S SHOES: Hotel Governor Clinton, Room F, 3rd Floor 
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OTHER PEOPLE?’S 


Mother’s Day is Good for the 
Shoe Store 


“Mother’s Day this year will be 
dedicated to the part Mother plays in 
national defense and civilian morale, 
and to the need for a healthy, strong, 
victory - determined nation,” says 
George J. Hecht. chairman of the Na- 
tional Committee on the Observance 
of Mother’s Day. “The quality of 
American citizenship now and a quar- 
ter of a century hence depends upon 
the ability of Mothers to inculcate in 
their children the fundamental prin- 
ciples of honor and of the American 
way of life.” 

Do you know the purpose of 
Mother’s Day as sét forth on the let- 
terhead of the committee? 


“OBJECTIVES: To promote 
the constructive observance of 
Mother’s Day as (1) an occasion 
for gift-giving and family hom- 
age to mother, and as (2) an op- 
portunity for making all mothers 
more aware of the vital impor- 
tance of proper pre-natal care 
for themselves and wise post- 
natal care for their children. 

“HOW MOTHER’S DAY 
CAME TO BE OBSERVED: In 
1914 Miss Anna Jarvis persuaded 
Congress to pass an act designat- 
ing the second Sunday of May as 
Mother’s Day and requesting the 
display of the American flag on 
all government buildings on that 
day.” 


It is estimated that some $50,000,- 
000 in additional retail volume will 


30 


by 


be gained during the two-week period 
prior to May 10 so if you want to 
“get on the band wagon” write at 
once to the National Committee on 
the Observance of Mother’s Day, 393 
Seventh Avenue, New York City, for 
information as to how to get copies of 
the official poster “HATS OFF TO 
MOTHER” and other promotional 
aids. 

And for the shoe store in particu- 
lar how about a promotion on the 
theme that mother is going to need 
comfortable, well-fitted shoes if she 
is going to spend her “extra-curricu- 
lar” hours in work for national de- 
fense, or the idea that she is going 
to need comfortable slippers to rest 
her feet when she comes home after 
a busy day with the Red Cross, 
U.S.0., A.W.V.S., or what have you. 


JOHN F. W. 


Don’t Forget—More Children 
Are Being Born Every Day! 
Barney Owens, shoe buyer at Bry’s 

in Memphis, Tennessee, annually 

spends from 25 to 30 cents on every 
young customer of the children’s shoe 
department—in the form of a small 
gift on the child’s birthday. Mr. 

Owens has found this to be the best 

goodwill promotion ever used by his 

department. 

The children’s shoe department 
registers the name of every child and 
that of his parents, and facts on the 
child’s age, shoe size, price, address, 
etc. It is the responsibility of every 
salesman to ascertain, by one pretext 
or another, the birth date of the cus- 
tomer. The most successful way has 
been for the salesman to try to make 





pers, hosiery and handbags. 


new shoes for this event. 





Dates to Remember in May 


May 9th—May Iéth—National Golf Week. 

May !0—Sunday—Mother's Day. 

May !7th—Sunday—"! Am An American Day" (Citizenship Day). 

May 30th—Saturday—Memorial Day. 

Mother's Day is a gift day of increasing importance, and with prac- 
tical gifts coming more into vogue than ever before, shoe stores 
should be able to capitalize on gifts of evening slippers, boudoir slip- 


Don't forget that this year many schools and colleges are going to 
advance graduation from June to May. Many a boy and girl needs 


Decoration Day—the beginning of Summer and Summer Fashions. 
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a game with the child of trying to 
guess his correct age. The mother 
will usually help him along with the 
exact date. The salesman jots the 
information down when the customer 
has completed the sale. 

Then, when the birthday rolls 
around on the calendar, the store sur- 
prises the child with gifts of knives, 
books, tops, toy pistols, dolls, doll 
dress sets, etc. “We spend about $200 
per year on gifts of this type,” ex- 
plains Mr. Owens, “and we add 450 
birthdays in a year. A lot of our 
young customers come in to thank us 
personally, and promise that they'll 
buy shoes from us as long as they 
live. I think most of them mean it 
because we have increased sales to 
regular child customers from an aver- 
age of three to five pairs a year to 
from five to seven since adopting this 
gift plan. And, we make it our job 
to see that they continue to buy from 
the store as they grow up.” 

* * oa 


“blue is winning hands down 
. . . and that’s no navy secret” 
(L. Bamberger & Co., Newark, N. J.) 


7 * * 


Sell Starters for May 


Ad phrases—some new, some prov- 
en—that may be useful to you dur- 
ing the month of May for advertising 
and_ display. 

“To Mother with Love” 

“Foot Comfort for Mother” 

“A Real Surprise for Mother” 

“May Days and Mother’s Day” 

“A Slipper for Mother on Mother’s 
Day” 

“Time to Buy and Save” 

“Week-End Specials” 

“Smart, Cool, Sensibly Priced” 

“Get Out Under the Sun” 

“Play Fare Shoes and Sportswear” 

“Yours for Play” 

“Slack Shoes for Leisure Living” 

“Decoration Day Specials” 

“Have You Leisure Shoes for Deco- 
ration Day?” 

“Heading for Foot Fashion Leader- 
ship” 

“Moisture Proof Golf Shoes” 

“Summer’s Finest Shoe Fashions” 

“White Steals the Summer Show” 

“Baby’s First Summer Shoes” 

“Step Up Your Appearance” 

“For Maytime and Playtime” 

* * * 


Mark Up Versus Turnover 


As far as we can see the age old 
basis for success in the retail shoe 
business has been based on mark up 
—buy your goods and sell them dear 
and if the margin of difference be- 
tween the two is large enough you are 
bound to make a profit. 
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During the past ten years, however, 
we have noticed a fundamental change 
in this theory—turnover rather than 
mark up has become the basis for 
profit in retail business. 

It seems to us that this fundamental 
theory is well illustrated by the 
change that the Ford car has wrought 
in the automobile business in the past 
fifteen years or so. Henry Ford proved 
that you make more money by selling 
100 cars a year at a thousand dollars 
than you do in selling 20 cars priced 
at five times as much per car. In 





NATIONAL FOOT 
HEALTH WEEK... 


—MaRcH 70 flcTORY,/ 


GIVE A THOUGHT 
TO YOUR FEET THIS WEEK 


AMERICA WILL WIN IF 
AMERICA IS HEALTHY, 
‘And that means if you 
are healthy. So this week 
give a thought to. the 
health of your feet. Foot 
complaints are easy to overlook. 
And foot complaints are easy to 
overcome. So don’t delay. Con- 
’ sult your podiatrist . . . or a physi- 
cian ... now, both are profession- 
ally able to advise you. Buy shoes 
that fit your feet. 


Remember—the better you march 
++. the quicker America marches 


to victory for all of us! 


ee Oe 
. 


SPONSORED BY 
PODIATRY SOCKETY OF THE STATE OF NEW YoRK 
SHOE RETAILERS LEAGUE, INC. 























Fourteen-by-four inch newspaper 

ad which appeared in New York 

papers of April 20 and tied in with 

the Boot and Shoe Recorder cam- 
paign. 





other words, he found out that the 
most important thing in retailing is 
not mark up but turnover. And we 
believe that this theory is just as well 
illustrated in the high speed merchan- 
dising methods of the chain shoe store 
and the progressive shoe department. 
For some unknown reason you do not 
make money on shoes held in stock 
for a long period of time even though 
there is a vast difference between buy- 
ing and selling price. Shoes, goods, 
money have to turn over rapidly to 


make money. 
* as * 


“about your spring wardrobe 
. some should be frivolous 
. . . some should be practical 
Ali must be Beautiful!” 
(Stix, Baer & Fuller, St. Louis) 


7 * * 


Double or Nothing 


There’s a new shoe store in mid- 
town New York that has a new idea 
in window design that should be of 
interest to shoe retailers. 

Situated in the center of ‘the block, 
the store is the conventional “long 
and narrow.” 

In order to get away from the usual 
narrow window in the front of the 
store, the architect has set the door 
on one side well back from the street, 
with the window on the side facing, 
not towards the street but along the 
vestibule or at right angles to the 
front of the store. This gives a large 
window with plenty of room for the 
display of every style in the store. 
The wall opposite the window has 
been covered with a huge mirror 
approximately twenty feet deep by 
ten feet high. In other words, if you 
see the store window display while 
walking down the street from one 
side, you see the actual shoes on dis- 
play. If you are walking down the 
street from the other direction, you 
see the shoes in the reflection of the 


mirror. 
* = = 


Proven Collection Letter No. 5 


It hurts not so much from the dol- 
lar side as from the justice side of it. 

We can conjure up in our minds 
any number of legitimate reasons why 
an over-long delay in the payment of 
your bill might be unavoidable. What 
we cannot reconcile, however, is the 
complete silence, especially when a 
mere word of good faith would have 
delighted us to leave it all to you. 

How much further do you think we 
ought to go along the road to the day 
when we shall receive your check for 
which is the amount you 
owe us at present. 
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Hotel Pennsylvania 
New York 
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Management and the buyer 
Look at the 
Women’s Shoe Picture for Fall 


What do they see?.. 

Certain outstand- 

ing things... some 

pleasant, some un- 
} pleasant. 


* They see a good 


season with new thousands wanting better 
shoes and some mighty tough manufac- 
turing problems. But these problems are 
the retailer’s only insofar as they affect 
his business. Retailers are chiefly con- 
cerned with acquiring resources whose 
names insure consumer demand and 
DEPENDABILITY. Queen Quality is such 
a name. i 

One year ago Queen Quality introduced its 
new “stepped-up” styling and simplified its 


price picture. Ever since then, consumer 


Rooms 321-322 - 
HOTEL PENNSYLVANIA 


Clan p95 


and retailer alike have acclaimed it as an 
outstanding style shoe. Neither too ex- 
treme nor too conservative, the new Queen 
Quality has acquired a reputation for lines of 
style and character. Experience has shown 
both consumer and retailer that Queen 
Quality means quality shoemaking and 
complete comfort from the very first step. 


But foremost in any buyer’s mind today is 
DEPENDABILITY. With our past record 
as an index and with our new popularity 
as a signpost, we assure every buyer in 
the Queen Quality price range that, within 
the limits laid upon us by war conditions, 
we pledge to maintain the record of DE- 
PENDABILITY that has made the name 
Queen Quality stand in the front rank 


these many years. 


- May 3rd to 7th 
- NEW YORK CITY 


Ss 


A few styles — $7.45 


QUEEN QUALITY SHOE COMPANY « DIVISION OF INTERNATIONAL SHOE COMPANY «+ SAINT LOUIS 
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Topay, mothers everywhere are 


* buying children’s shoes with X-Ray eyes. 


They are going beneath the surface . . . demanding facts 
about hidden materials and construction 
which assure vital, lasting protection for 
pliant bones in growing feet. Why is this so? 
Because continuous national advertising on Poll-Parrot 
and Star Brand Shoes has opened women’s eyes 
to the real facts about children’s shoes. 
Now comes the second big educational step! 
Get all the facts on this 


sensational success at... 


Hotel Pennsylvania 
Rooms 221, 222 — May 3, 4, 5, 6 


VE isons ff tut’ 


iets Mola libiciailehilelilel ae tile) 
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$ he Dhoes She Wlust Have This fall... 








THE fashion news in the Fall lines to be 
introduced by St. Louis shoe manufacturers 
at their opening at the Pennsylvania Hotel, 
New York, May 4, 5, 6 and 7, lies not in 
elaborate new patterns, colors or material 
treatments, as in former seasons, but in the degree of 
simplification and conservation of materials that has been 
attained, without sacrificing any of the beauty of design 
and smartness of styling that characterizes the products 
of this great shoe market. Classic pattern bases have been 
used, and these have been selected with a view, both to 
their appeal to the customer and to economy in the use 
of leather, remembering that the mer- 
chant is interested, not only in what 
shoes to buy, but in the assurance that 
the shoes will be made and delivered when 
he needs them. 


SA +] 





PENNSYLVANIA HOTEL 
NEW YORK ... MAY 3, 4,56 
ROOMS 362-366 


* 


IN ATTENDANCE 
GLEN O'BRIEN NORMAN CANTY 
M. A. STEIS 
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Room 


Air-Step Shoes ..... . 492 


Barrett Shoe Company (Div. of 
General Shoe Corp). .. 
Frankfort, Ky. 


. 489-491 


Betty Barrett Originals . 489-491 


Frankfort, Ky. 


Blue Ribbon Shoemakers 495 


Boot & Shoe Recorder .. 302 


New York 


Boyd-Welsh, Inc. 331-332-334 


Braver Bros. Shoe Co. .. . 383-386 


wareem, AMS 8... ess 314A 


Californie Leisure, Inc. .. 266 


Los Angeles, Calif. 


Carmo Shoe Manufacturing Co. 
Union, Mo. 23 1-232-233-234 


Connolly Shoe Company . 
Stillwater, Minn. 


De Liso Debs ......... .. 270-271-274 


Del-Nor Shoes .............231-232-233-234 


Union, Mo. 


Dominion Shoe Company (Div. of 
General Shoe Corp.) . Jali 


. 358 


‘ 


Dorothy Dodd Shoe Company. . 


St. Louis, Mo. 


Fairchild Publications 
New York 


Fashionette 


Forest Park Shoe Company 
Freeman Shoe Corp. ................ 


Beloit, Wis. 


Friedman-Shelby Shoe Co. 
Hamilton, Scheu & Walsh Shoe Co. 


Hoolygan Kicks .... 


Hug-Tite Shoes 
Cincinnati, Ohio 


Jefferson Shoe Company 


Johansen Bros. Shoe Company 
318A-319A-320A-322A-324A-325A 


Johnson, Stephens & Shinkle 


Kane, Dunham & Kraus, Inc... 


Washington, Mo. 


Geo. E. Keith Company 
Brockton, Mass. 


Lastex Shoe Materials 
New York 


La Marquise Slipper Co., 


New York 
Lennox Bags 
Life Stride Shoes... 


Lown Shoes, Inc. 
Auburn, Maine 


The Charles Meis Shoe Mfg. Co. 


Cincinnati, Ohio 


Mens’ Wear 
New York 


Frank C. Meyer Co., Inc. 


Brooklyn, N. Y. 


Milius Shoe Company 


404A-406A-410A-412A-418A 
419A-420A-422A-424A-425A 


Miliusway Shoes 


420A-422A-424A-425A 


. 404A-406A-410A-412A 


LIST OF EXHIBITORS 


320-321-322 P. W. Minor & Son, Inc... 


Batavia, N. Y. 
Naturalizer Shoes 
Paradise Shoes . 


400 


Peacock Shoes 
Penaljo Play Shoes 
Pennant Shoe Company 
Peters Shoe Company 

446 Poll Parrot Shoes 

Queen Quality Shoe Co. 

Red Goose Shoes 


Rhythm Step Shoes 


43 1-432-433-434 


. 250-253-254 


Rice-O'Neill Shoe Company 


Roberts, Johnson & Rand 
St. Louis Shoe Mfrs. Ass'n. 
Samuels Shoe Company 


Smartaire Footwear 
361-365 


389-391 


Tango Pumps 
483-486 
Treadeasy Shoes 
Batavia, N. Y. 
227 


Tweedie Footwear Corporation 


Jefferson City, Mo. 


Inc. 


Paramount Shoe Mfg. Co. 


Spalsbury, Steis-Deevers Shoe Co. 


Sport Specialty Shoemakers, Inc. 


Room 
350-351-352 


495 
383-386-387 
250-253-254 
331-332-334 

431-432-433-434 

392-395-398 

378 
221-222 
320-321-322 
446 

361 
421-422 
221-222 
314A 

270-271-274 

418A-419A 
362-366 
300 
383-386-387 
350-351-352 


462-466 


Universal Shoe Manufacturing Co. 
(Div. of Craddock-Terry Shoe Corp.) 


275 Lynchburg, Va. 


Alfred Vamos Company 


475-478-479 "New York 


Vitality Shoe Co. 


457-461 Walk-Over Shoes 


Brockton, Mass. 


400 Weatherbird-Bird Shoes 


Winthrop Shoe Company 
St. Louis, Mo. 


450-45 | -452 
227 


369-370-372-375 


483-486 


Wolff-Tober Shoe Manufacturing Co. 


Women's Wear Daily 
New York 


306A-308A-310A-312A 


. 400 


——————————————— SS — NN SS 0 weer 


April 25, 1942 





Co keep FEET “Fit” 


you must first FT feet! 


The very foundation of fit is the last. Lasts 
that lead to comfortable footwear are 
basic requirements in making and fitting 
shoes that will keep America’s feet happy 
and healthy. 


More than ever before, UNITED LASTS 
are maintaining their reputation for being 


the best fitting in all sizes and widths. 


UNITED LAST COMPANY 


see a ae Fol : 


140 FEDERAL STREET * BOSTON, MASSACHUSETTS 
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Wilshire 


Boulevard 
And Broadway 


Les Angeles Stores Report Profitable Season, With 


Sales Ahead of Schedule. Low Heeled Walking Types 


Selling Well in All Stores. Black, Tans, Red, Beige, 


Navy, Green Popular in This Area, With Unexpected 


Demand for Wheat Linen. 


by HARRY R. TERHUNE 


WAR conditions have changed the en- 
tire buying pattern for many Los 
Angeles retailers. Climatically, South- 
ern California has a three to four 
months Fall or Winter period, followed 
by eight to nine months of warm, 
sunny weather. This year astute shoe 
buyers are changing their buying pro- 
gram completely. 

Not many Spring or Summer shoes 
will be sized up. Instead buyers are 
taking that normal resizing buying 
power and are spending their money 
for Fall shoes. These shoes in many 
instances will be offered to the public 
starting along the latter part of May, 
with complete Fall lines all on the 
shelves by the first of June. 

Present selling trends have given 
buyers the cue to this performance. 
Normally the ratio of sports types to 
the whites during this time of year is 
4 to 1 in favor of the whites. This year, 
both are selling on a 50-50 basis. 

Pre-Easter selling developed quite a 
spurt on the whites, yet since that time 
the demand has fallen off. To main- 
tain volume, spectator shoes which are 
not of the “dated” variety will be 
steadily introduced. These shoes are of 
the kind which can go on, one season 
after another. 

A number of important buyers are 
concentrating their buying as never 
before. This means that previously 
they would place orders for, say 84 
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pairs on a good shoe, then watch de- 
velopments. Now they buy just sure- 
fire numbers and place orders for 500 
pairs on a single number, not across 
the board but on a solitary shoe. Buy- 
ing is doubled on casuals and sports, 
while it is being cut down on style 
shoes. 

This situation was aptly sized up by 
M. E. Mashburn (Gude’s) when he 
told your reporter: “Apparently there 
are just two sets of women buyers 
now, the great majority who want 
‘shoes to live in,’ and a small minority 
who will also buy ‘after 5 P.M.’ types. 
Our Fall buying plans call for placing 
orders for 25 per cent less suedes and 
25 per cent more ‘livable’ kinds. 
Casuals, platforms especially, are ac- 
counting for a considerable proportion 
of ‘livable’ shoes. 

“Now as never before, it is a case 
of giving people good shoes in the 
right sizes. There is a definite trend 
to buy one good pair of shoes, whether 
they be shoes for play, active daily 
work or afternoon. This trend away 
from our low end -retail price groups 
($4.95 and $5.95) has caused us to 
shorten inventories in these 
grades.” 

Two shoe buyers in two large de- 
partment stores hold to the belief that 
every indication points to a long 
Spring season, with people buying 
plenty of whites and casuals, “and any- 


our 


thing else they can lay their hands on 
in good shoes.” This reasoning is 
predicated on the great number of in- 
dustrial workers who will be in the 
market for new Summer shoes during 
the start and mid-season (August and 
September in Los Angeles). These 
people are a new and powerful class of 
buyers who have not been trained to 
buy at sales and who are not in the 
habit of doing advance buying. They 
are “Pay Roll buyers,” persons who 
spend their pay roll as they earn it. 


THESE buyers believe this season is 
no time to throw good shoes away, just 
because the sun has changed its course. 
This year good shoes will be good for 
a long, long while. 

All over town retailers in all grades 
tell of the great surge for colorful shoes 
which started right after the first of 
the year and shows no sign of letting 
up now or in the immediate future. 

Bill Gude sizes up the present retail 
shoe situation by putting consumer 
selections in three groups, the free and 
easy casuals, walking types and the 
high heel elegant kinds. Develop- 
ments in the high-heel casuals place 
them in the embryo stage as far as 
their ultimate acceptance is concerned 
because of the broad scope of where 
they may be worn and the great liking 
for them on the part of the public. 
These are truly infringing on the old 

[TURN TO PAGE 46, PLEASE | 
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The first joyces were designed for fun... you can’t have fun if your feet hurt. 
That was yesterday. You can’t work if your feet hurt, either ... that is today. 
Today the joyce platform is making its contribution to war-time efficiency. To- 
morrow _ . joyces will still be doing their job of combining fun and functional- 
ism, whatever the times. +x Yesterday we stressed gayety and color and style. 
Today, when frivolous feet are walking to work, we emphasize our platform .. . 
comfort and freedom and that indefinable something that means doing a job 


well without being grim about it. 


Reproduced below is a detailed drawing of our patented platform. (Joyce invented this 
type of construction ...we have been making it since 1935... and WE KNOW HOW.) 


SLASHED PLATFORM FOR FLEXIBILITY 


LIGHTWEIGHT CUSHIONING 
MATERIAL FOR COMFORT 


WEDGE HEEL FOR ARCH SUPPORT ——tiee KER = 
SMM TIE a 


SICEOLLEDBALEEBELLEREEEIEDED 


INSET HEEL PLUG FOR LONG WEAR AND RESILIENCY STITCHED PLATFORM FOR DURABILITY 
STURDY OUTSOLE FOR WEARABILITY 


NURSES AND FACTORY WORKERS, volunteers, and women in offices or 
homes ... all these endorse the joyce platform because it is good for their feet, 
wear it with delight because it is good for their morale. * The Joyce Platform 
(in another sense) is to relate each season’s styles.to a mood, to an event, to a 


place. Today, more than ever, there’s no place like home. We have accepted the 


limitations of a war economy as a challenge to our ingenuity ... and with paint, 


plastics and our eternally perfectionist attitude, have developed . . . 


2 


PASADENA, CALIFORNIA 
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FOR A 
COUNTRY 
AT WORK 


In DEFENSE OF FEET ... shoes for the all-important health 
and comfort of women at work... our original flexible platform sole, formerly so popular 
for play, is proving a “must” for women in industry ...or in civilian jobs. Healthy, happy 
feet are vital for the long, hard hours of work which are helping America win the war. Sell 
Overtimers to every busy woman ...and EVERY woman wants to be busy today! 

SHOWING, McALPIN HOTEL— MAY 3 TO 6, ROOMS 820 AND 822 


® Above photo is on actual production scene at Vultee Aircraft Plant, Vultee Field, Calif. 


COBBLERS INC. ¢ 1212 STANFORD AVE. © LOS ANGELES 


(in New York, H. and N. $ . Marbridge Building) 
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Wilshire Boulevard and Broadway 


[CONTINUED FROM PAGE 43] 


style high-heel pump domain. In the 
Gude store, with its wide appeal in 
styles and prices, it appears that 
“everything is selling freely.” A lessen- 
ing in the low-price field is due entire- 
ly to the desire to buy better shoes on 
the part of the public. 


A typical shoe in the casual category 

that is a free seller at Gude’s. While this 

shoe was designed for Patio wear with 

casual attire, it is equally appropriate 

when worn with summery dresses and 
* even for street wear. 


Patent leather is good all over town, 
with many stores, regarding this ma- 
terial as a 12-month Must, Bullock’s 
and I. Magnin’s especially. 

Many buyers agree with Paul Kirsh 
(The May Co.) that during the warm 
weather, the sales of whites will go up 
like the thermometer. As to what’s sell- 
ing now and what will probably sell 
up to July 1, many feel as he does, 
“Lots of durable shoes, plenty of good 


casuals, plenty of walking shoes and 
plenty of extreme high heels. Patrons 
seem to go all the way up the heel 
height ladder or down to the low 
heels.” 

Also in The May Co., Lee Martin 
(Paragon Shop) finds 17/8 heels his 
best bet, even in high styles, due to the 
trend for lower heels. “Our depart- 
ment was essentially a high-style, mod- 
erate-priced department; now people 
want lower heels with all the style they 
had in the higher heeled models. 
Casuals in the better kinds are a real 
must for women of all ages and this 
demand will continue to grow.” 


“This year casual types are stronger 
than ever,” says Lee Martin, buyer for 
The May Co. Paragon Shop. “Greatly 
improved fitting qualities, most real 
style, the universal trend towards low 
heels, plus the fact these shoes really do 
something for the foot, make us believe 
footwear of this character is just in the 
embryo stage.” 





Senta Illing 


presents 


Californie 
pw 
and 


cathe tent 


PENNSYLVANIA HOTEL 
ROOM 266 
‘NEW YORK CITY 

















At Mandel’s, Cobra snakes at $9.00 
and alligators at $11.75 are showing 
real action. These stores always spe- 
cialized in, colorful shoes; now they 
are right in their stride in the present 
market. One inch platforms, having 
three and four-inch heels, mostly 
suedes, with bags to match, are getting 








7118 Santa Monica Bivd 
Hollywood, Calif. 





SWING ALONG 


COLLINS OF HOLLYWOOD 
CALIFORNIA 


York Show 


May 3 to 7 
Room 822 


NEW YORKER 





HOTEL 
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a good play. Then this same group of 
stores is developing a real trade on flat 
heel saddles for the college and high 
school trade. 

“Wheat linen,” will be promoted by 
Wetherby - Kayser, George Schwab, 
Robinson, French Booterie, I. Magnin, 
and a host of others for the summer 
selling period. 


pum Y WW Mobs 


This shoe, advertised in newspapers and 
magazines, brought in direct responses 
from all over the country, ~—e P. H. 
Lehman, shoe buyer at J. W. Robin- 


son Co. 


No suedes will be promoted at 
Robinson’s this season, while Summer 
doeskins will receive a heavy play from 
May through the Fall. This change in 
terminology has broken down the local 
aversion to Summer suedes as such. 


Casual daytime shoes for dressy wear 
are developed by Bullock’s in many 
high-colored suedes. Contrasting bows 
and platforms add to the eye appeal. 


Dark shades in meshes are starting to 
prove their acceptability. Lighter 
colors in alligators and reptiles with 
bags to match are well liked. A 
marvelous run on walking welts, espe- 
cially in the soft Norwegian leathers, is 
being experienced, finds P. D. Lehman, 
shoe manager. 

Paul Jesberg notes an increasing 
number of shoe sales in the utility 
field, with many of these shoes of a 
character which permits them to be 
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a hollywood 


SKQOOTERS 


... The Moccasin Play Shoe 


from California... 
A hand-lasted soft i with 


liable, cush- 
all colors in 


ask your 
resident buyer to shop the Holly wood Skeoter 


VOGUE SHOES, INc. 


1722 E. 7th, Les Angeles, California 





| 





worn for many purposes. Colors, he 
finds, are pretty well grounded with a 
little saturation on reds and greens, 
although these will keep in the “good” 
class for some time to come. Immedi- 
ate buying preparations will continue 
for the more sturdy types for active 
feet in both home defense and for in- 
dustrial workers. These shoes cover a 
broad field in types, materials and 
construction and are all in the better 


“Platforms for little girls are opening a 

new for many pairs. This 

shoe is one of the best-liked of our en- 

tire line,” says Ralph Baker, buyer of 

children’s shoes at I. Magnin’s Wilshire 
Boulevard store. 


grades. 

Confirming this low-heel trend are: 
Harold Frankel, Huggins, Wetherby- 
Kayser Jack Proctor (Innes). The 
latter indicates the 12 to 14 eighth 
heels are most important. Military 
types are excellent and from that con- 
servative catagory the swing is toward 
the real fussy types. However, one 
buyer, Ricker at Bullock’s, feels there 
is an over-emphasis on the low-heeled 
walking types, an emphasis which will 
kick back right soon. 

Spectators apparently are in the 
money in the Wilshire district, as well 
as in Westwood Village. Stores all 
along the boulevard are finding excel- 
lent reception to the dressy spectators. 
I. Magnin, French Booterie, Saks Fifth 
Avenue, Delman, Harold Huggins and 
George Schwab confirming all this. 
This same group felt high colors 
would taper off after Easter, but the 
buying on them still continues strong. 

Many of the above mentioned stores 
never carried walking shoes before. 
With the decided trend for tweeds and 
uniforms, stocks have been broadened 
to take in a goodly selection of tan, 


black, dark blue and white. 





INDUSTRY ANSWERS THE CALL! 


32,145 Firms With Over 
17,700,000 Employees 
Have Installed the... 


PAY-ROLL SAVINGS PLAN 


a a 


Have YOU Started the Pay- Roll 
Savings Plan in YOUR Company? Plan Easy to Install 


Like all efficient systems, the Pay-Roll Savings 
Like a strong, healthy wind, the Pay-Roll Savings Plan is amazingly easy to install, whether your 
Plan is sweeping America! Already more than employees number three or ten thousand. 
32,000 firms, large and small, have adopted the Plan, 
with a total of over seventeen million employees— For full facts and samples of free literature, send 
and the number is swelling hourly. the coupon below—today! Or write, Treasury De- 
But time is short! ..More and more billions are 
needed, and needed fast, to help buy the guns, tanks, 
planes, and ships America’s fighting forces must 
have. The best and quickest way to raise this money 
is by giving every American wage earner a chance to 
participate in the regular, systematic purchase of 
Defense Bonds. The Plan provides the one perfect 
means of sluicing a part of ALL America’s income 
into the Defense Bond channel regularly every pay- 
day in an ever-rising flood. 
Do your part by installing the Pay-Roll Savings ,, 
Plan now. For truly, in this war, this people’s war, 
VICTORY BEGINS AT THE PAY WINDOW. 


MAKE EVERY PAY-DAY BOND DAY 


U.S. Defense BONDS * STAMPS 
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Centers Promotion on Single Basic Shoe 





How Lowenstein’s Department Store, in Memphis, Sells Same 
Shoe in Different Styles and Colors to Half 
of Store’s Customers 


Down in Memphis, Tennessee, the 
women’s shoe department of Lowen- 
stein’s department store has always 
been noted for one peculiar fact—that 
fully half of the regular footwear cus- 
tomers of the store come in to buy the 
same shoe in different styles and col- 
ors twice, three, and even four times 
in a single year. They do so because 
buyer George E. Mueller each year 
selects one shoe, romances it from top 
to bottom, gives color combinations as 
a choice, and a basic stock of sufficient 
sizes to meet all demands. Naturally, 
it has taken good promotion to make 
one basic shoe last through a 12-month 
season—and according to Mr. Mueller, 
it can be done simply by “doing what 
the other fellow doesn’t.” 

Although to some extent he violates 
tradition with the single basic-shoe 
theory, Mr. Mueller thinks the idea 
sells more shoes for him than even the 
widest assortment of variegated styles 
could produce. “Our idea is that with 
an effective selling job, and a shoe suf- 
ficiently versatile to sell to fifty-year- 
old women and fifteen-year-old high 
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school girls, we can simplify the year’s 
business, and at the same time do a 
bigger volume in a higher price brack- 
et.” Mr. Mueller explained, “We spend 
a lot of time in choosing the shoe, in 
selling the first pair, then securing 
combination and styles varied enough 
so that the customer who comes back 
pleased will almost automatically buy 
it again. Our customers are outspoken 
about demanding the same shoe, and 
we sell from two to four pairs a year 
to the average customer, whether she 
is a grandmother or a high school 
youngster.” 

Last year, Mr. Mueller created a sen- 
sation with a wedge-sole collegiate 
model which remained at'top popularity 
for fourteen months. This year, the 
basic shoe is a flexible single sole, open 
back, cuban heel model, offered in 
twenty color combinations, and in alli- 
gator, gabardine, and smooth leathers. 
The style was introduced in August, 
with a maximum stock of 2500 pairs, 
and a minimum of 800 pairs. Mr. 
Mueller was not able to reach the 
maximum stock because production held 








up delivery, but nevertheless, he sold 
2000 pairs from August 15 to Novem- 
ber 15. The stock includes 150 basic 
shoe runs, 36 to 58 pairs in color com- 
Sppations, 18 to 31 pairs extreme com- 

inations. Surprisingly, the entire pro- 
motion is done on two patterns—heel 
in or heel out, split vamp and closed 
quarter, open quarter types, or closed 
toe or open toe models. “The choice 
is infinite,” Mr. Mueller summed up, 
“which is our major selling point. We 
began the season on alligators, which 
in twenty colors hit the 2000 pair 
mark, and in January we switched to 
gabardine. Gabardine materials and 
brighter color combinations, plus the 
comfortable flexible sole will keep sales 
up right through the Summer season, 
or to whatever point we decide to switch 
over to another type.” 

The featured shoe, Tramp-along, is 
priced at $8.95 and $9.95, a new price 
bracket for the Lowenstein basic shoe. 
In order to develop the new price 
bracket, Mr. Mueller sticks to the 
theory of concentrating on a definite 
promotion and “romancing” the shoe 
so heavily that almost no prospective 
customer can overlook it. In each case 
he has chosen a shoe of a style which 
other footwear retailers are not han- 
dling, or one in which they have little 
confidence. Mr. Mueller doesn’t believe 
himself a style prognosticator; but to 
date, he has guessed right in each in- 
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Girls Make Good Shoe Fitters 


[CONTINUED FROM PAGE 21] 


And what do the customers think of 
the woman at the fitting stool? For the 
most part, it doesn’t seem to make any 
difference whether it’s a man or a 
woman who does the fitting and selling. 
A few customers have voiced objections, 
but these have been isolated instances. 

Women are even waiting on men in 
the neighborhood stores and in stores 
in smaller cities and towns, also with 
few objections. The Bowman Bros. 
stores operating throughout [Illinois 
have always employed some women 
clerks and E. G. Bowman states, “A 
| good woman clerk can sell a lot of 
shoes to either men or women. Some 
women like to have a woman wait on 
them, although if there is no woman 
clerk in the store, they very readily 
let men wait on them. Most men will 
let a woman clerk wait on them, and 
I believe they buy easier from a woman 
clerk, than from a man.” 

Shoe stores are not having any dif- 
| ficulty getting enough women appli- 
cants for clerks, but they do find it hard 
to get good ones. Women are anxious 
to work in shoe sections in depart- 
ment stores because of the excellent . 
| commissions paid. It is interesting to 
| note the opinion of several experienced 

shoe men on the subject. 
| Carl Burgstahler, head of F. E. 
Foster & Co., and former president of 
the National Shoe Retailer’s associa- 
tion, states: “Women shoe clerks will 
be a natural part of our war time re- 
tail picture. Although there are few 
women with the shoe background of the 
more mature and experienced men, 
there are many who do an excellent 
job. The good ones are just as satis- 
factory as the men, and with experi- 
ence, sell just as many shoes. They 
are easily trained and are ideal for 
children.” 

Carl Fliesbach, manager of the Walk- 
Over stores in the Chicago area, states: 
“Women sold shoes successfully during, 
the last war and we are rapidly com- 
ing to it again. We have always found 
that they are able to sell right along 
with the men. There should be no dif- 
ficulties in using them again, especially 
in view of the fact that selling shoes 
is much easier than in previous years. 
Shoes are easier to fit and are better 
marked. It is important to place 
women on the same remunerative basis 
as men, so that they will be encouraged 
to strive for the same selling stand- 
ards.” 

W. J. Crawford, head of Crawford 
Shoe Stores, Peoria, Ill, states: “We 
now have five women clerks, or about 
40 per cent of our sales force, in our 
main store alone. As our boys are being 
called to the service, we are replacing 
them with women. Most of our women 
clerks have had previous selling experi- 
ence and so far no sales problem has 
arisen. Special training in fitting and 
sales technique is of course necessary. 
We haven’t found any adverse cus- 
tomer reaction to women shoe clerks.” 
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Centers Promotion on 


Single Basic Shoe 


[CONTINUED FROM PAGE 49] 


stance. “With styles changing s0 
rapidly, and particularly during war 
conditions, it isn’t difficult to create a 
specific market for our basic shoe,” 
he added, “and certainly if it can be 
provided in a variety large enough to 
make the customer buy four pairs in 
a year, the market repeats itself.” 

Mr. Mueller makes maximum use of 
all phases of promotion. First, al- 
though he didn’t run more advertising 
than usual, all newspaper ads used 
were at least 6 column layouts, stress- 
ing the flexible feature of the sole, and 
averaging two one-third-page basis per 
month. Versatility, comfort, and the 
youthful appearance of the shoe was 
played up prominently in each. Win- 
dow display, always a major factor, 
opened the promotion, and has been re- 
peated continuously ever since, with 
as much novelty interest as possible. 
Finally, Mr. Mueller has made it im- 
possible to sit down anywhere in the 
department without facing a 20 or 30 
pair display of the Tramp-Along shoe 
—in each of these “spot displays” are 
monkeys, dolls, sporting figures, toys, 
swatches of alligator hide, cartoons, or 
other props to gives a youthful zest 
to the colorful featured shoe. 

Always a student of display in rela- 
tion to “impulse sales” of all types 
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Your Godman Salesman 


of footwear, Mr. Mueller has developed 
a pillar-system which he believes rep- 
resents the last word in selling effici- 
ency. 

The display shown 


in the accom- 
panying illustration was formerly 
waste space at the base of one of the 
supporting pillars on the floor. In- 
stead of grouping small displays around 
it, Mr. Mueller has used one-inch soft 
pine to construct a series of shelving 





CHECK UP ON MARK-UP 


A merchant who sells one of the well- 
known brands of men's dress shoes last 
year did a volume of $27,000.00. His net 
profit was $4100.00 for 15%) out of 
which he paid himself a salary. His in- 
ventory is around $9,500.00, thus giving 
him the usual average of a two-time 
turn. But his average mark-up was 
33.9%, which nearly every one will 
agree is too low. However, in this in- 
stance this merchant ‘gets by’ because 
he has a low overhead. Even so, he 
finds it difficult to discount his bills 
whea the weather orother unexpected 
causes slows his setting action below 
his optimistic expectations. 

The average merchant cannot operate 
his store on a mark-up as low as 33.9%, 
because his overhead will come close to 
30%, if not slightly more. His mark-up 
on men's shoes should be 40%, not less, 
if he would deal fairly with himself, and 
therefore, deal fairly with his sources. 

Now, of all times, if the time te check 
up on yourself, and see where you can 
improve your margin of solvency. 





is Already in the 


Territory with the 
Complete Fall Line 


levels which provide maximum visibil- 
ity for customers of departments as 
much as 100-ft. away. The fixture 
consists of six levels of shelving on 
four sides, with inserts of diagonal 
corner shelving between each with three 
more levels. All shelves are cut on a 
semi-circular plane, and are tilted 
downward at an angle of 20 degrees, 
which makes the entire shoe visible for 
even the shortest passerby, and en- 
courages customers to pick them up. A 
narrow strip of wood is tacked to the 
rear of the shelf over which the heels 
of shoes are hooked to keep them 
from sliding off. From three to six 
sample shoes can be shown on every 
shelf, and the fixture has shown itself 
the most speedy method of introducing 
new styles. During the Winter months, 
the fixture is used for displays of bet- 
ter-type oxfords for gift and personal 
use, running from $2.25 to $6.50, in the 
Spring for casuals, and in the Summer 
for the gayest of playshoes. When the 
set-up was photographed, the display 
consisted of washable fabric playshos 
for the Summer season, including a 
novel turntable display in which sample 
shoes were dipped continuously through 
water in an aquarium-like tank. Set 
around the fixture at a distance of 
seven feet are several spotlights, which 
make this point one of the brightest 
on the entire floor. The slanting 
shelves are easily cleaned, and are re- 
painted regularly to keep up their 
colorful appearance. 
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Argentina Heutactusers Hold a 


Scarcity of Hides, Rising Shoe Prices and Demand for Higher 
Wages, Problems for Industry 


BuENOsS AIRES, ARGENTINA—The Ar- 
gentine Chamber of Shoe Manufacturers 
has invited manufacturers and whole- 
salers all over the country to attend its 
second annual convention, April 25. 
Members are somewhat concerned over 
the business outlook, for, although sales 
are satisfactory and prices have in- 
creased by about 10 per cent, workers 
are threatening to strike unless their 
wages are increased. Prices of local 
hides rose 10 to 15 per cent in 1941; 
prices of imported material are up 30 
to 40 per cent, and scarcity is increas- 
ing daily. Consumers have opposed fur- 
ther price increases on shoes, and since 
Argentina has no war boom, industrial 
unemployment is predicted in private 
and official economic forecasts. 

To meet the emergency, the Chamber 
of -Shoe Manufacturers is urging the 
government to revoke social legislation 
assuring the worker of compensation in 
case of dismissal. The Chamber is ask- 
ing for support of its efforts to promote 
exports of Argentine shoes. Argentine 
consuls are urged to arrange exhibi- 
tions of Argentine shoes abroad, and 
foreign buyers are invited to come to 
Buenos Aires. But Argentine prices are 
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too high to be able to secure a steady 
market in foreign countries for Argen- 
tine shoes. 

Even in normal times, Argentina was 
producing more shoes than she could 
consume, considering the purchasing 
power of the people. A combination of 
large wholesalers and retailers, who can 
dictate prices to small manufacturers, 
and of large manufacturers with their 
own chain outlets have made it exceed- 
ingly difficult for the smaller manufac- 
turers to stay in business. The larger 
manufacturer can also secure imported 
material more easily than the smaller 
one, since they can buy in large 
quantities. 

Apart from difficulties of supply and 
the disproportion between purchasing 
power and production at rising prices, 
little is felt in the Argentine regarding 
the war. There was some talk about a 
drastic increase of the armed forces, 
which would have increased government 
purchases of army boots, but at present 
it seems that no conscription is in view. 
Since women are not~vcalled up to fill 
men’s places in industry, not even foot- 
wear for nurses is in demand, much less 
shoes for women who are doing men’s 


Territory with the 
Complete Fall Line 





work in industry and agriculture. 
Fashions in every field follow Amer- 
ican examples, and American advertis- 
ing men would be surprised to see how 
their projects are copied by local firms, 
especially in layout and design. 





Fall Shoe Openings 
In New York 
[CONTINUED FROM PAGE 23 


by many firms as the time to show their 
new lines while so many retailers and 
buyers are in town for the organized 
shows. 

A group of 24 high-quality women’s 
shoes manufacturers will again exhibit 
their lines at the Vanderbilt Hotel. 
Most of the firms were former members 
of the Shoe Fashion Guild which, since 
disbanded, formerly held a style show- 
ing twice a year in New York. Brought 
together again through the offices of 
the Shoe Manufacturers Board of Trade 
and with other firms joining in, a 
sizable group of manufacturers of high 
quality lines are now represented. 

In addition to the four hotels, many 
firms will show their lines at their sales- 
rooms in the city. Most of the firms are 
located in the Marbridge Building, 34th 
Street and Broadway, where local sales- 
men maintain permanent sample rooms. 
Principal among these “home ground” 
showings will be that of I. Miller & 
Sons at their factory in Long Island 
City, on May 4. 
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we pay SHOES, YOY 


IS MAKING 
DELIVERIES f 


(WN -STOCK WOW ~ 

FOR (IMMEDIATE DELIVERY 
SIZES 3-9 S&M WIDTHS . 
TERMS: 5% NET 30 DAYS 


Mexican Huarache in Saddle 
Calf with platform heel at 
$2.50, also in ALL WHITE 
Elk at $2.40 


tured in ALL WHITE and in a 
combination of colorful leath- 
ers consisting of red and blue, 
sun tan and cream at $2.85 
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New Men’s Shoe Shop 
At Holmes Store 


NEW ORLEANS, LA.—Unusual space 
saving in the design of a small men’s 
shoe department measuring only 15 by 
15 feet is the outstanding feature of the 
recent remodeling of this department at 
D. H. Holmes department store, here. 
In making his department. one of the 
most modern in the South, men’s shoe 
buyer, J. A. Burns, has moved the de- 
partment to a new location benefiting 
from a separate street entrance, and 
completely visible from anywhere in a 
huge men’s furnishings department. 

“Our first improvement was to con- 
ceal all stock,” Mr. Burns said. “For- 
merly, we had to show 4000 pairs in 
stock on two walls on each side of the 
eblong department. Unless the boxes 
were kept in correct order it was diffi- 
eult to provide an attractive atmos- 
phere, and of course, it kept salesmen 
hopping merely to straighten the boxes 
after making sales. With the stock 
hidden, better arranged, our salesmen 
can spend all their time in selling.” 

In addition to this step toward a more 
neat department, Mr. Burns has ar- 
ranged the department into a perfect 
square, surrounded by bleached walnut 
walls on three sides, with a yellow 
fabricoid wainscoting to the height of 
five feet, and a maroon carpet. The 
fabricoid wainscoting, closely resem- 
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bling leather, is set back so that the six 
wooden fitting chairs on each side are 
not visible from the aisle outside, and 
allow the center floor to be entirely 
open. At the rear is an 8 by 4 foot 
mirror in which the customer can see 
himself reflected at full height when 
coming into the shoe section. 

Over the imitation leather wains- 
coting are 10-foot shadow boxes for 
shoe display, illuminated by a fluore- 
scent tube canopy which lights both up 
and down. The shoes which appear 
here, approximately 15 pairs to each 
shadow box, are all that are on dis- 
play, except for two fixtures in the 
center of the room. One of these is a 
bleached wood tier table with three 
levels narrowing towards the top. 
Three slanting shelves at the rear, 
mounted on supports which resemble an 
army rifle, show military and semi- 
military styles. Sales have risen suffi- 
ciently since remodeling to require a 
new salesman, according to Mr. Burns, 
who designed the d@partment himself. 


Holds Consultation at Store 


SEATTLE, WasSH.—Charles H. Run- 
yon, special Enna Jettick factory rep- 
resentative, was on duty at Turrell’s 
shoe store, here, reeently for a week 
of consultations. He gave advice on 
many problems brought to him by cus- 
tomers of the store. 


Shoe Men Participate 
In Fisherman’s Party 


APPLETON, Wis.—Six local shoe deal- 
ears joined in awarding merchandise 
prizes in connection with the fifth an- 
nual Fisherman’s Party held recently 
in the local high school auditorium 
under the sponsorship of the Outa- 
gamie Conservation Club, Inc. The 
party, attended by a capacity crowd, 
included a program of demonstrations 
and movies of interest to outdoor en- 
thusiasts. It provided the shoe deal- 
ers with an opportunity to promote 
their sport lines. 

Participating shoe stores 
Kinney’s, Heckert Shoe Co., Big Shoe 
Store, Knoff Shoe Store, Bohl and 
Maeser and Zickler’s Shoe Co. 


included 


Store Razed in Fire 


JANESVILLE, Wis.— The Tradehome 
Shoe Store here was razed in a 
$250,000 blaze which destroyed the 
Sutherland block in the heart of the 
Janesville business district. R. J. 
Swezey, manager of the store, said the 
company lost an estimated 5,000 pairs 
of new shoes, The firm’s future plans 
will depend upon finding a suitable 
location, it was said. The blaze was 
the worst in Janesville’s history and 
thirteen firemen, policemen and spec- 
tators were injured as a result of it. 











Crescent Departments 

Consolidated 

“4 " SPOKANE, WASH. — Completing an- 
~~ 

KNOW HOW elaborate program of remodeling, the 
Crescent Department Store has opened 
its new shoe salon—a salon which in- 
corporates five shoe shops in one and 
planned with the idea of making it 
convenient for the entire family to buy 
shoes without traveling from one sec- 
tion of the store to another. 

The new department (located on the 
main floor where the women’s shoe 
section was located, but with added 
floor space) now incorporates the vari- 
ous- shoe sections which the Crescent 
has operated—the main shoe salon, 
stocked for “elegance” in women’s 
shoes; the Tamly shop for youth’s 
shoes; the Active Shop, a new division 
designed to meet the growing demand 
for practical shoes to be worn by wo- 
men who are doing more walking and 
active work; the children’s shop; and 
the men’s shop. 

Although all these sections are part 
of the whole, each is sufficiently sepa- 
rated to give it the privacy of its own 
type of customers. The salon for women 
is given the central location between 
the Tamly shop and the shop for active 
shoes. Next comes the children’s sec- 
tion, which is a place of pure joy with 
its gay Noah’s Ark paper and appro- 
priate furnishings. The men’s section 
is at right angles to the others and 
THAT GIVE along one end of the department. 

ere ee A slipper bar is located at the en- 
trance from the main aisle of the store, 


hy / Af3 yh oS] | giving display space to gift slippers, 
play shoes and other seasonal items. 

ea a yy oes All stock is concealed. 

| Buyer and manager of the entire con- 

PRIORITY WITH M 0 T H E 7 x | solidated section is James Swanson, who 


| some months ago was advanced from 


: : , | the buying pesition for the Tamly shop 
i 
Skilled hands working carefully selected materials, under to buying for the women’s department, 


expert supervision in Mrs. Day’s modern factory, produce | and who now takes over this larger task. 
America’s finest, Ideal Baby Shoes. Mothers quickly see the 
difference in appearance, but tiny feet know, and show the 


difference in years to come. Intensive research has shown y , 
Mrs. Day that materials cannot be made too well, nor atten- Shoe Depa ent Enlarged 


tion to detail too careful that American Infant Foot Health And Remodeled 

may be safeguarded. A successful record of retailing, proved WORCESTER, Mass.— Ware Pratt Co., 

the profit wisdom of her policy. | men’s store, has completed extensive 
| modernization in which the shoe de- 

partment has been doubled in size and 

remodeled for greater attractiveness. 

Indicating the extent to which better 
quality merchandise is being sold since 
the first of the year, Quintin Christy. 
shoe manager, reports that the price- 
of his average shoe sale at the first 
white, omehe. end tan. of the year was $7.40. It is now a 
dri tined vam a more aye $8, Ss acm cus- 

Aspire confidence mers are offering less sales_ re- 
"Sn ue eee sistance to higher priced lines. Since 
the first of the year, this shoe business 
has increased slightly more than 50 
percent. 

The store has opened a downstairs 
shop, called the Students’ Shop. Some 
juvenile shoes have been featured 
downstairs previously, but not enough 
to be called a shoe department. This 
new department features shoes rang- 
ing in price from $3.95 to $5.95. 
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War Brings Leasing Problems 


CuicaGo, ILL.—Percentage leases for 
retail stores, including shoe stores, are 
held a wise and efficient wartime policy, 
according to a recent report issued by 
the National Association of Real Estate 
Boards. In a recent survey made by 
the Journal of Property Management, 
an association publication, it was re- 
vealed that store leasing during the 
period of the war presents special prob- 
lems, due to the uncertainties mer- 
chants face on supplies of goods. 

The percentage lease (with minimum 
fixed rental) and the option appear to 
present the most equitable solution of 
the problem for both tenant and land- 
lord. Quoting A. E. Mac Dougall of 
New York, vice-president of the Queens- 
boro Corporation, developers of Jack- 
son Heights, the association report 
states, “The percentage lease, in use 
successfully for many years, is par- 
ticularly adaptable to times of uncer- 
tainty, such as the present. The mer- 
chant is cautious as to rental commit- 
ments and the landlord does not want 
to tie up the property at a depressed 
rent, with no opportunity of improve- 
ment in the event of a sudden ending 
of the war and improved business con- 
ditions.” 

Although poiffting out that no table 
of percentage lease rates applies to all 
individual situations, or to all regions 
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—$5.00 Retailers 


All Patterns 
IN STOCK 


Your Godman Salesman 
is Already in the 


Territory with the 
Complete Fall Line 





of the country, a number of rates which 
had been effective in some localities 
over a period of years were given. For 
shoe stores, these percentages, which are 
based on gross sales, were 7 per cent 
for women’s shoes up to $5 and 9 per 
cent for those over $5. 

The association also pointed out a 
growing need for new neighborhood re- 
tail store locations due to the fact that 
transportation will be more and more 
curtailed. A prediction is also made 
that if the war span is long, there is 
quite likely to be a pull of business 
back to central area of cities, particu- 
larly where rapid transit is provided, 
a strengthening of the position of the 
small neighborhood merchant, and even 
the closing of some suburban stores not 
within walking distance of a densely 
populated residential area. This latter 
classification concerns large food stores, 
chiefly. 


— 


New Department for 
Kennington’s 

JACKSON, Miss.—Heavier demand for 
good men’s shoes under war conditions 
has been the major reason for reloca- 
tion and remodeling of the men’s shoe 
department at Kennington’s department 
store here. The new department, moved 
from a rear location under a mezzanine 


balcony to a position at the rear of the 
men’s furnishing and clothing depart- 
ment, features ten red leather fitting 
chairs and rough white plaster walls. 

Shoes are displayed in two -fluores 
cently-lighted shadow boxes, and on 
four primavera wood counters at the 
front of the department. These also 
contain a stock of slippers, accessories, 
display materials, ete. The stockroom 
is now twice the former size, and com- 
pletely concealed for a neater-appear- 
ing department. Sidney Persons, buy- 
er, well known in the southern shoe 
trade for his unusual practice of selling 
three-fourths of the department volume 
to women through size registrations, 
has been buyer and salesman in the de 
partment for nine years, although still 
in his twenties. 


Feature Footwear for Brides 


SEATTLE, WASH.—Emphasizing 
bridal footwear and wedding shoes, 
“Your Lovely Wedding” was staged as 
a lavish event in the auditorium of 
Frederick & Nelson, Seattle unit of the 
Marshall Field organization of Chicago, 
recently. This brides’ show brought 
considerable traffic through the large 
Seattle store. Girls modeled with formal 
wedding parties of brides and their 
attendants, and there was special wed 
ding music during the show. 








MATCHED PAIRS IN ACTION! 


In a world of action CELASTIC—the quality box toe— plays an important 
BS Sao the’shape of the toe under conditions of extra hard wear 
and preserving the ¢omfort and character in Matched Pairs that modern 
shoemaking creates with speed and certainty. 

CELASTIC adds to shoe performance by creating a durable toe structure that 


is true to the last, firm in the shoe and trim on the foot. 


UNITED SHOE MACHINERY CORPORATION 





EVERY PAIR OF SHOES MADE 


WITH RESPONDS 
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TO FEET IN MOTION .... . 


In footwear for the war workers of 
America there is no surer protection 
of toe comfort and appearance than 


box toes of CELASTIC. 


BOSTON, MASSACHUSETTS 


First of a series of camera master- 
pieces of motion by the famous 
Gjon Mili, made exclusively for the 
United Shoe Machinery Corporation. 


THE QUALITY 
BOX TOE 


IN THE FACTORY 


Ease of toe lasting wins the ap- 
proval of manufacturersand their 
operators. Heat and moisture can- 
not change the structure or shape 
of a toe formed with CELASTIC. 


AT THE 
FITTING STOOL 
CELASTIC reproducesand main- 


tains the character lines of the 
last. The accuracy thus achieved 
is appreciated by the shoe store 
man—sought after by the cons 
sumer. 


ON THE FOOT 


The wearer finds comfort and 
satisfaction in toes that remain 
as formed to the last; in toe lin- 
ings that will not wrinkle; in tip 
lines that are flexible. 

















Every Time One Blows, More People Walk! The More Who Are Forced To Walk, The Faster 


FOOT TROUBLES MULTIPLY! 


OU can bank on it—foot troubles from now on are 

going to multiply so fast, and demand for relief is 
going to be so great, it will be a problem of the first 
magnitude, from a manufacturing standpoint, to meet 
every consumer’s and every dealer’s needs. 
Even the Government foresees trouble ahead. A bulletin, 
recently issued, on the importance of proper care of the 
feet, states: “It is estimated that 90% of all people in the 
United States suffet from some kind of foot trouble, ac- 
cording to findings of the United Public Health Service.” 


EVERY DAY THE ARMY OF FOOT 
SUFFERERS GROWS 


Every day from now on, as more and more autos are laid 
up, and America takes to walking after years of riding, 
the feet of millions and millions will cry out for relief. 


THIS IS WHERE YOU COME IN! 


rb: ' we 
Pat ~% ‘ei 


If you are on your toes in this emergency, your sales of 
Dr. Scholl’s Arch Supports and other Dr. Scholl’s Foot 
Comfort* Appliances and Remedies are going to jump by 
leaps and bounds. What your share of these rich profits 
will be, depends on HOW AGGRESSIVELY YOU GO 
AFTER THEM! 


GET THEM GOING AND COMING! 
Wen. . cee eh 


People i in pain took a odliel ton of your store and 
sidewalk traffic has foot-trouble. The more strikingly you 
display Dr. Scholl’s Arch Supports and Remedies in 
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your windows and inside your store, the more sales 
you will make. And talk foot relief to every customer. 
90% have some foot ailment. 


HELP THE WAR EFFORT! 
ADVERTISE YOUR 
DR. SCHOLL’S FOOT COMFORT* SERVICE 
Tell the foot-suffering public that you are head- 
quarters for Dr. Scholl’s Foot Comfort* Service, by 
advertising that fact in your newspapers, and see how 


well they pull. If you need mats of complete ads, 
write us—we supply tested ads FREE. 


THE SCHOLL MFG. CO., Inc. 


Largest Institution in the World Devoted Exclusively to Foot Core 


213 W. Schiller St., Chicago 62 W. 14th St., New York 
*Trade Mark Reg. U.S. Pat. Off. 


VERY dH) K3 


FOOT COMFORT REMEDIES, 
APPLIANCES and ARCH SUPPORTS 
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War May Change N. Y. Convention Plans 


Executive Group of State Association Expected to Consider 
Suggestions for One-Day Meeting in June 


RocHESTER, N. Y.—Because of the 
growing requirements and restrictions 
imposed by war, the annual convention 
of the New York State Shoe Retailers 
Association, which was scheduled for 
Hotel Statler, Buffalo, June 14, 15 and 
16, may not be held there. 

Increasing sentiment among shoe 
merchants of the state against a three- 
day convention under prevailing con- 
ditions and in favor of a one-day con- 
vention in a more centrally located 
city is expected to receive considera- 
tion of the Executive Council of the 
association, which will probably an- 
nounce a decision shortly. 

Some Buffalo shoe men, taking cog- 
nizance of the ban on tires and diffi- 
culties of travel, have indicated that if 
attendance at the annual meeting 
would be kept down by these factors, 
they would prefer to entertain the 
convention at a later date when the 
war is over. 

Letters have been coming to asso- 
ciation headquarters suggesting a 
change of plans because of war. Di- 
rector Edward M. Flynn, of Niagara 
Falls, wrote that he believes the plan 
for a three-day Buffalo convention 
should be abandoned and a meeting 
held at Syracuse instead. 

Fred J. Goetz, Amsterdam direc- 
tor, wrote: “At no time have we faced 
such a situation as confronts us next 
Fall and next year, so by all means 
we should hold our convention as usual 
this year. I feel there is much to be 
gained and I believe it is for the best 
interests of all, including our Buffalo 
members, if the meeting is held in 
Syracuse or Utica, in spite of the fact 
that it was voted to go to Buffalo. As 
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they, of course, have the interests of 
the association at heart, I am con- 
vinced that they will readily agree to 
such a change.” 

Ernest A. Beaumont, Albany, di- 
rector and former president, wrote: 
“By all means we should hold our con- 
vention as usual this year, but if hold- 
ing it in Buffalo would mean a small 
attendance due to tire rationing and 
scarcity of oil and gasoline, then it 
might involve a loss financially and, 
even more serious, keep many mer- 
chants away, as Buffalo is in the ex- 
treme western part of the state. We 
might better have a one-day session in 
some centrally located city where we 
would have a larger attendance. The 
shoe traveling men who cover New 
York state are members and, of course, 
should be invited.” 

“We should meet, of course, elect 
our officers, but cut out long, drawn- 
out banquets or dinners,” wrote Vice- 
President John W. Mills, Schenectady, 
adding: “I believe we should meet at 
Syracuse or Utica, for Buffalo is too 
far from New York City.” 

Don J. Burke, director, with stores 
in Buffalo and Rochester, suggests 
calling off the convention: “Buying is 
starting early and many. manufactur- 
ers will be sold up with salesmen off 
the road,” he said, “while shoe buying 
may be on a quota basis.” 

Harold A. Read, Binghamton direc- 
tor, suggests that the meeting be held 
in Syracuse, while Harry Ehrenpries, 
buyer for Flah & Co., Syracuse, pro- 
poses a one-day meeting on a Sunday 
in Syracuse with a meeting of direc- 
tors to be followed by a general meet- 
ing. 


SATURDAYe 
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Cockrell Joins Joyce Staff 


PASADENA, CAL. — Joyce, Inc., an- 
nounces the addition of Archie Cockrell 
to their selling staff. Mr. Cockrell will 
service Joyce accounts in California 


ARCHIE COCKRELL 


and the Pacific Northwest, where he 
is already well-known, having traveled 
part of this territory for California 
Shoes, Ltd. 

Previous to his connection with Cali- 
fornia Shoes, Ltd., Mr. Cockrell man- 
aged the J. E. Spain shoe department 
at F. C. Nash and Co., in Pasadena, 
and gained experience in several other 
retail enterprises. He has been calling 
on Southern California accounts and 
spending much of his time in the fac- 
tory to familiarize himself with the 
operation. In April and May he will 
travel North, ending at the Pacific 
Northwest Convention in Portland, 
where he will be accompanied by S. 
M. Haskins, Jr., vice-president of 
Joyce, Inc. 











IN STOCK 


FAMOUS GROVER COMFORT SHOES 


GENUINE 


HAND 


TURNED 
COMPLETE 
SELECTION 
IN STOCK 


THE ORIGINAL 
HAND TURNED 
COMFORT 


LINE 


3441—Black Kid Tle 14/8 
Wingfoot heel. Riveted 
Steel 


JeJe GROVER SHOE COe 
BOSTON, MASS. 


67 SOUTH ST., 


SIZE UP NOW 


#2132 


Black Kid Tie. 
10/8 Wingfeot 
. Riveted Steel 


3436X—Biack Kid Seam- 


Riveted Steel 
A-EE 3%-—10..... $3. 








Salesmen Meet at 
Vitality Conference 


Sr. Louis, Mo.—Vitality Shoe Com- 
pany introduced their new lines of 
women’s and children’s shoes for Fall, 
1942, on the occasion of their semi- 
annual sales conference. From April 
13 to 17 the Vitality road men gathered 
at headquarters to study the new lines, 
as well as the selling and advertising 
plans for the forthcoming season. 

On Monday night, April 13, the com- 
pany held a banquet and style revue 
at the Hotel Statler. It was attended 
by a large gathering of Vitality cus- 
tomers, salesmen, and company officials. 
As in the past, the new shoes were 
displayed on models passing down a 
conveniently arranged runway. 

C. L. Hein, general manager of Vital- 
ity Shoe Company, served as toastmas- 
ter. In opening the meeting, he intro- 
duced the Vitality sales representa- 
tives, the visiting merchants, and the 
company executives. B. A. Gray, presi- 
dent, and A. B. Fletcher and D. S. 
Stauffer, vice-presidents of the Inter- 
national Shoe Company addressed the 
visitors and salesmen briefly. The style 
revue was in the charge of C. E. Good- 
rich. The new lines were received with 
enthusiasm and it was announced that 
the company’s plans for national ad- 
vertising call for a program equally 
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as aggressive as that of the past sea- 
son. 

H. E. Sommers was announced as 
the new addition to the Vitality sales 
force to cover the territory of W. M. 
O’Bryan who is leaving the company 
to enter the Army. Following is the 
list of the attending salesmen: M. P. 
Bringardner, Indiana and Michigan; 
J. R. Burriston, California; Park O. 
Dewitt, West Pennsylvania; E. J. 
Evans, Rocky Mountain States; R. C. 
Farrar, Texas; J. W. Field, Southern 
States. 

R. D. Fletcher, East Pennsylvania; 
W. J. Harney, Ohio; W. L. Jonakin, 
Kentucky, Virginia, West Virginia and 
Maryland; F. M. Keener, New Enz- 
land; J. L. Locke and Heyward Dilling- 
ham, Southeast; J. G. Mazur, Iowa, 
Illinois; A. R. Moore, Minnesota, Wis- 
consin, North and South Dakota; H. 
E. Sommers, Missouri, Kansas, and 
Oklahoma; J..C. Thomas, New York 
State; A. K. Umphrey, Northwest; M. 
A. Weiss, Greater New York. 


Leaves Hanan & Son 


BALTIMORE, Mp.—Mildred K. Davis, 
manager of the Hanan & Son store in 
Baltimore has resigned her position. 
She had been connected with the store 
for fourteen years. 


Plans Progress for 


_ Central States Fair 


Curicaco, Itt. — With reservations 
from exhibitors continuing to come in 
daily, William E. Drummond, registra- 
tion chairman for Central States Shoe 
Fair to be held at the Morrison Hotel, 
Chicago, May 17, 18, 19 and 20, reports 
that all types of men’s, women’s, and 
children’s shoes will be represented at ~ 
the show. Defense type shoes will be 
stressed by a number of the exhibitors, 
there will be a good representation of 
children’s lines and there will also be 
a number of lines of work and indus- 
trial type shoes. 

A Shoe Frolics to be held in the Ter- 
race Casino the evening of May 19, will 
be the main entertainment feature. An 
informal! buffet supper will be served 
and there will be an outstanding fioor 
show. All exhibitors and visiting re- 
tailers will be urged to attend both 
for entertainment and good fellowship. 
Urban K. Allen, and Curtis Johns are 
in charge of arrangements. 

Advance interest indicates a record 
attendance of retailers who have voiced 
their approval of a regional show at 
this particular time in one central loca- 
tion. Letters of invitation to attend 
written bv Algot Bowman, head of 
Bowman Bros. Shoe stores, and W. J. 
Crawford, of Crawford Shoe Stores. in 
Peoria, Ill., both members of the Fair 
executive committee, are being mailed 
to shoe retailers throughout the Cen- 
tral States area. The letters point out 
that even though retailers are working 
harder than ever, they will want to 
participate in the event. 

The Central States Shoe Fair is a 
cooperative event sponsored by the 
former Michigan Shoe Fair group, the 
Shoe Travelers’ Association of Chicago, 
the Illinois Shoe Travelers, the Illinois 
Shoe Retailers the Wisconsin Shoe 
Travelers, and the Northwest Shoe 
Travelers’ Association. 

The Michigan group is serving as 
the host this year. Carl E. Verburg, 
member of that organization, is con- 
vention chairman. 


Michigan Fall Showing 
June 1-2 


Detroit, MicH.—At a recent meeting 
of the executive committee of the Mich- 
igan Shoe Travelers’ Club, a resolution 
was passed to hold the Fall Showing 
on Monday and Tuesday, June 1 and 2, 
at Hotel Statler, Detroit. This promises 
to be a successful showing because of 
the increase in business in this terri- 
tory-and the necessity-of getting-orders 
in early in order to get prompt de- 
livery of goods, according to Secretary 
Moe Cantor. 

Salesmen desiring exhibit space to 
show at that time are requested to 
contact S. S. Weiss, care of Michigan 
Shoe Travelers’ Club, Hotel Statler, 
Detroit. 
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Swope Staff Guests at Anniversary Dinner | 


St. Lours—The Swope Shoe Company 
held a dinner for all their employees 
and escorts in the Crystal Room of the 
Coronado Hotel on Saturday evening, 
April 11th, in celebration of their 75th 
year in business. There were about 45 
people in attendance and the guest of 
honor of the evening was Samuel C. 
DeRoche, the oldest employee of the 
company, who has been with the firm 
for 50 years. 

In addition to Mr. and Mrs. Samuel 
C. DeRoche, the other guests of honor 
seated at the head table were as fol- 
lows: Irene Bowe, 30 years; Lillie 
Webster Reilly, 30 years; Harry W. 
Sutherland, 23 years; Elizabeth John, 
20 years; Charles E. Orth, 15 years; 
Edna Riekman, 17 years; Carl Tripi, 
16 years; Llewellyn Saali, 15 years; 
Gladys Davie, 15 years. 

The dinner was presided over by M. 
M. McCain, president. He presented 
each of the above employees, who had 
been with the company for 15 years and 
longer, with a beautiful silver tray, 
with the inscription around the edge, 
“Presented in appreciation for — years 
of loyal service.” In addition to this a 
very beautiful silver fruit bowl, with 
sterling silver candle sticks to match, 
were presented to Mr. and Mrs. Samuel 
C. DeRoche. 

The program of the evening started 
off with cocktails and then photographs 
were taken of the entire group and also 
one of just the head table and another 
one of Mr. DeRoche being congratulated 
by Mr. McCain for his many years of 
service. 

Everyone stood while the “Star 
Spangled Banner” was played and an 
enjoyable dinner was served, after 
which there was a short address by Mr. 
McCain, outlining first the regrets of 
all that Meier Swope, founder of the 
business, who passed away on Septem- 
ber 30, 1940, at the age of 90 years, 
had not survived to be present on this 
momentous occasion. Everyone stood 
and glasses were-raised in his memory, 
as a large life-size photograph of him 
was hung immediately over the head 
table. 

Mr. McCain made a short address, 
congratulating the members of the staff 


Samuel C. DeRoche, left, oidest em- 

ployee of Swope Shoe Company, re- 

ceives congratulations from M. M. 

McCain, president of the company. 

Mr. DeRoche has been with the firm 
for 50 years. 


and dwelling upon their loyal service 
and then numerous telegrams and let- 
ters of congratulation and good wishes 
were read, there being one to both Mr. 
DeRoche and to the firm from the 
Honorable William Dee Becker, Mayor 
of the City of St. Louis, also one from 
Arthur D. Anderson, Editor of Boor 
AND SHOE REcoRDER. A great many 
floral pieces had been sent by old firms 
doing business with the Swope Shoe 
Company over a great many years. 

After the presentation of awards, Mr. 
DeRoche made a short address, remin- 
iscing over the old days in the shoe 
business and when he first came to St. 
Louis and the Swope Shoe Company 
from Ontario, as a young man. Mr. 
DeRoche received a great many con- 
gratulations from customers, some of 
whom he had served over the period of 
his services with the Swope Shoe Com- 
pany and some of them from those of 
the fourth generation of those that he 
had waited on in the old days. 

After Mr. DeRoche’s remarks, danc- 
ing started and everyone had an enjoy- 
able evening until after midnight. 





Canada Restricts Display 
Of Rubber Products 


OtTrawa, CAN.— Boots and _ shoes 
must not be advertised or displayed 
in store windows if they contain rub- 
ber, the Wartime Prices ‘and Trade 
Board has ruled in a bulletin going out 
to all Canadian merchants. Because 
of the critical shortage of rubber in 
Canada and the necessity of conserving 
present stocks the controller of sup- 
plies has ruled that retailers are per- 
mitted to display in store windows or 
te advertise only certain rubber prod- 
ucts affecting almost all branches of 
retail trade. ‘ 
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The list for the boot and shoe in- 
dustry specifies: rubbers, rubber bath- 
ing shoes, rubber heel cushions, rubber 
sponges for cleansing shoes, hard rub- 
ber buckles, rubber heels, rubber soles 
for sports shoes, rubber metatarsal 
pads, bathing shoes, rubber soles, shoes 
with crepe soles, shoes with rubber 
soles, rubber boots, rubber splashers, 
all types of rubber footwear and over- 
shoes. 

Mail order catalogues are not per- 
mitted to display cuts of any rubber 
goods in catalogues issued after July 
15 next, but lists of rubber goods and 
products may be listed without display 
effects. 














MAKING THE MOST OF 
A GOOD OPPORTUNITY 


Mr. D. A. Green 
MANAGER 


HEALTH SPOT SHOE SHOP 
106 WEST BERRY STREET 
FORT WAYNE, INDIANA 


For the month-of March, Mr. 
Green earned the largest profit 
check ever issued to an indi- 
vidual Health Spot operator. 


His store is high on pairage 
due to his ability to make 
friends of his customers, thus 
gaining their repeat business 
and that of friends and rela- 
tives they send in. 


Because the Health-Spot Shoe 
Shop plan pays the operator 
a liberal share of the profits 
in addition to a regular salary, 
his earnings are increasingly 
higher as the store’s volume 
grows month after month, year 
after year. 


Unlike many men who fail to 
see an opportunity when it 
comes to them, Mr. Green saw 
the tremendous possibilities 
open to him as a Health Spot 
operator—and he made the 
most of it. 


This kind of success story is 
being repeated in Health Spot 
Shoe Shops all over the coun- 
try. 


There is a constant demand for 
the right kind of men to oper- 
ate Health Spot Shoe Shops. 
Send for your application 
blank today. 


HEALTH SPOT SHOE SHOPS, INC. 
INDUSTRIAL AVENUE 
DANVILLE, ILLINOIS 




















Chattanooga, Tenn.—The above window is an example of how a merchant can 
make full use of the material made available to him by his resources. Miller 
Brothers, here, tied in this window with a full-page ad run by Winthrop Shoe 
Company in Esquire. The window cards were also furnished by the manufacturer. 

Miller Brothers ran a full page ad on this subject; then they prepared an en 
larged cut-out of the little Sulfan swinging on the trapeze, and built the above 
window display around it. A photograph of the window was reproduced in the 
local paper, and the manager of the local radio station, impressed with the pro- 
motion, gave the window some free publicity over the air. Thus the store received 
publicity from two sources other than those it had planned. 





Sub-Standard Shoe Materials 
Available for Civilians 


A rather peculiar but none the less 
interesting development in the pro- 
duction of foundation shoe materials, 
such as insoles, counters, box toes and 
the like has come about as a result of 
government requirements for military 
purposes. All cutters of these prod- 
ucts are required to set aside the 
major percentage of their production 
for such government use. This was 
pointed out during the course of an 
interview with R. S. Pitts, of the Han- 
over Heel and Innersole Company, of 
Hanover, Pa., recently. 

In all weights covered by military 
requirements, the cutters must set 
aside all of their A grade product and 
the top run of B grades for govern- 
ment work and the filling of orders 
from shoe manufacturers engaged in 
this type of production. The leather 
for these materials come to the cutters 
either under direct priorities, or the 
extension of the priorities granted the 
shoe manufacturers engaged in this 
military production. But government 
specifications on Army and Navy shoes 
have not been lowered in order to in- 
crease available stock. As a result of 
this and with hide production and 
tanning permitted to continue on 
normal lines, with no new products 
allowed which would cut down regu- 
lar volume, the cutters have a larger 
amount of available leather from 
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which to cut, and a relatively greater 
output. 

Not all of the foundation items, 
whether they be insoles or counters or 
the like, that are cut out of a given 
piece of stock are uniform in grade, 
and there is a good deal of this pro- 
duction which as finished, is not quite 
good enough to meet the military 
specifications. It is rejected by the 
government inspectors, often for minor 
imperfections. Yet it is good stock, 
cut from the same unit as that which 
does pass Government inspection, and 
it is all available for civilian use. 

As a result of this condition the 
producers of foundation items find 
themselves usually with a _ larger 
volume of this material, although not 
reaching up into the top grade, than 
has been the case in normal times and 
under normal conditions. In view of 
talk of shortages here, there and 
everywhere, this news of a surplus 
reservoir of good material “but not 
quite good enough” for military use, is 
encouraging information. 


Buying J ustifies 
Two-Day Showing 


Detroit, MicH.—Business at the first 
two-day monthly shoe show ever held 
in Michigan proved good enough to 
justify the Michigan Shoe Travelers’ 
Club in continuing with their new ex- 


periment. Event, held at the Hotel 
Statler, was extended from the one-day 


showings which have prevailed for 
several years, in the interests of con- 
serving rubber and automobiles, At- 
tendance from upstate retailers was 
especially notable, with many staying 
over for the second day because of 
train schedules. 

An important factor at this sale was 
the heavy post-Easter buying generally 
reported. The public is buying heavily 
of shoes throughout Michigan, and 
dealers who bought lightly, in view of 
the uncertainties of the futyre, two 
or three months ago, found their Spring 
stocks running short, and heavy orders 
for immediate delivery were reported. 

Business was off somewhat on the 
second day, because of heavy rain- 
storms, which affected retailers in the 
local area who had decided to come 
the second day and avoid the rush. 
Despite the deluge, however, attendance 
and buying were both heavy enough 
to justify the club in continuing with 
this program for future months; the 
second show of this kind will be held 
May 4-5. 


Shoes Emphasized in 
Spokane Style Show 


SPOKANE, WASH.—Shoes were more 
than just shoes at the largest style 
show ever staged in Spokane, an event 
that was put on by twenty of the main 
stores of the city, recently, as part of 
the entertainment of 3000 teachers at- 
tending the 44th annual convention of 
the Inland Empire Education Associa- 
tion. The style show was staged in the 
two large ballrooms of the Davenport 
Hotel. Eighty-six costumes were dis- 
played, and a commentator explained 
the styles and indicated which stores 
were showing the different numbers. 

Shoes struck the color highlight at 
the show, and the use of color was em- 
phasized. Red shoes were worn with 
all red costumes, with navy blue and 
with gold and with black and with 
white. Black shoes appeared most fre- 
quently, for the most part in patent 
leather. Navy ranked a close third; 
and there was considerabie use of green 
in shoes. Whites were shown in com- 
bination with color. 

The models wearing sport clothes 
wore highly colored sandals, wooden 
shoes, and in a few cases beige or white 
woven sandals. 


Enlarged Store Has 
Women’s Department 


Gary, IND.—A new modern women’s 
shoe department has been added to the 
newly remodeled and expanded Hub 
store, here. The Hub, which special- 
izes in both men’s and women’s apparel, 
held the formal opening of the new 
store on the 15th anniversary of its 
initial opening. An orchestra and pro- 
fessional entertainers in addition to two 
fashion revues were part of the open- 
ing ceremonies. 
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Noon-to-Nine Hours 
On Mondays 


DENVER, COLO.—A patriotic gesture 
was put into effect recently by all the 
principal Sixteenth Street merchants 
in ‘what is called the “noon-to-nine” 
shopping hours on Mondays for the 
convenience of war workers. Store of- 
ficials reported the first night’s experi- 
ence a success. Greater success is 
anticipated for the coming Mondays. 

The new schedule meets the con- 
venience of suburban communities and 
munitions workers whose schedules 
have been modified by war work reg- 
ulation. Salesman reaction to the 
change is enthusiastic, since it adds 
one half-day to the Sunday vacation. 

Shoes came in for a large turnover 
in quality merchandise. Shoe sales are 
heavier by a large per cent at this time 
over last year, and the new Monday 
shopping hours averaged more busi- 
ness than the previous Monday. All 
managers reported much. satisfaction 
in the new schedule. 


Stores Turn to Women 
Sales Force 


SAN FRANcIScO, CaL.—Due to the 
loss of many young salesmen to war 
work, several of the retail shoe stores 
of San Francisco are employing 
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women salespeople. These include 
Galen-Kamp and C. H. Baker stores, 
where several women have been added 
to the sales force. 


Full Page Ad for 
Walking Shoe Promotion 


New ORLEANS, La.—‘“Americans are 
learning that Walking Can Be Fun” 
was the title of a promotion built 
around 100 styles of men’s walking 
shoes chosen by Harry Davis, men's 
shoe buyer at Godschaux department 
store here, recently. 

The full page ad was the largest 
run by the store. Shown were cuts of 
12 walking shoe styles picked from 
100 styles of Summer sport shoes fea- 
tured by Godschaux’s men’s depart- 
ment, including two-tone oxfords, 
beige leather novelty types, per- 
forated platform sole’ styles, white 
bucks, black and whites, saddle shoes, 
sandals, and moccasins. Reassuring 
customers that plenty of sport models 
were available was a notice in the ad 
informing the public that Godschaux’s 
had an all-time record stock of sport 
shoes on hand amounting to 6000 pairs. 

Department salespeople brought up 
the “walking shoe idea” simply by ask- 
ing each customer whether he walked 
a good deal; and if the answer was 
yes, pointed out that his walking 


would probably be greatly magnified in 
the future. This gave salesmen an op- 
portunity to sell two pairs in many 
instances, according to Mr. Davis. 


Murphy Back at Work 


Houston, Texas — Michael Murphy, 
advertising manager of Krupp & Tuf- 
fly, Inc., has returned to his desk. He 
had been suffering from an illness 
which nearly developed into pneumonia. 


Merchants Adopt 
Staggered Hours 


Macon, Ga.—The Macon Shoe Re- 
tailers’ Association is the first Macon 
merchants’ group to arrange for 
“staggered” opening and closing hours 
in an effort to relieve traffic conges- 
tion. Macon shoe stores have agreed 
to open at 10 o’clock in the morning 
and close at 7 in the evening for the 
“duration,” half an hour, in each in- 
stance, over the “peak load” periods of 
the bus company. 


Named to Association Post 


Macon, Ga.—Rad Birdsong, of 
Boyd’s Shoe Company, has been named 
secretary of the Macon Shoe Re- 
tailers’ Association. 
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Want FACTS? No 
chronicle of theories and opinions, this. 
“A Guide To Effective War-Time Ad- 
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will know what good “institutional” ad- 
vertising is! The Guide features adver- 
tisements that show some recognition of 
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This Guide, while comprehensive in it- 
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T.C.C.A. Color Cards Out 


New YorkK — Color Cards for Fall 
1942 men’s and women’s shoe leathers 
are now available from the Textile 
Color Card Association. These colors, 
selected with the cooperation of the 
Tanners’ Council of America, The Na- 
tional Shoe Retailers’ Association and 
The National Boot and Shoe Manufac- 
turers’ Association, consist of four re- 
peated shades for women and four re- 
peated shades for civilian use for men. 
In addition, two official Army colors are 
shown on the men’s card. The women’s 
colors are Town Brown, Golden To- 
bacco, Turftan and Kona Red. For the 
men’s shoes Yankee Brown, National 
Brown, Rio Cordo and Charro Tan. 
The two United States Army Standard 
colors are Army Russet, official shade 
adopted by the U. S. Army for high 
service shoes, boots, leather belts, cap 
visors, etc., and Garrison Tan, the ap- 
proved color adopted by the U. S. Army 
for the garrison low quarter oxford. All 
the swatches are leather. 

Men’s felt hat colors, created and is- 
sued by the T.C.C.A., for the coming 
Fall are all repeated from the Spring 
color card. They are Belmont Grey, 
Club Blue, Saratoga Blue, Stroller 
Brown and Town Taupe. 


200 Register Early for 
Boston Shoe Fair 


Boston, Mass.— “Current advance 
registrations for the Twenty-third An- 
nual Boston Shoe Fair on June 1-4, 
conducted under the official auspices 
of the Néw England Shoe and Leather 
Association, exceed a year ago at this 
time,” stated H. O. Rondeau, chairman 
of the Boston Shoe Fair Committee. 


“Over two hundred reservations have 
already been received from the leading 
shoe and allied manufacturers in the 
industry, and present indications point 
to another record-breaking Summer 
show in Boston this year.” 

From Maxwell Field, manager of the 
Fair, it was learned that the associa- 
tion’s official announcement of this Fair 
has already been mailed to 1200 shoe 
manufacturers and members of the 
allied trades. “All exhibitors in the 
June, 1941, Boston Shoe Fair,” he said, 
“have been granted the customary ten- 
day option period to enter reservations 
for the rooms they occupied at this 
show, and upon the expiration of this 
option period all rooms at the two of- 
ficial shoe fair hotels, the Hotel Statler 
and Parker House, will be assigned to 
manufacturers in the order of the re- 
ceipt of their applications for display 
rooms.” 

Manufacturers planning to exhibit in 
this Boston Shoe Fair, are urged to 
communicate with Maxwell Field, man- 
ager of the Fair, at 210 Lincoln Street, 
Boston. 


Art Treasure Attracts Lookers 


SEATTLE, WasH. — Building traffic 
into the Bon Marche, one of the prin- 
cipal retail shoe outlets of this section 
with several shoe departments, is a 
silver pagoda which is on exhibit after 
being smuggled out of China and across 
the Pacific to the West Coast. This 
art treasure is insured for $518,000 
and was made for a Chinese family. 
Seventeen years of craftsmanship went 
into the making, and it was finished in 
secrecy after the Japanese occupied 
Shanghai. It is attracting large crowds 
to the Bon Marche daily. 





When Shoe Men Get Together 


Columbus, Ohio.—Three well-known shoe men who attended the Lockwedge Shoe 

Corporation sales conference here recently. Left to right: A. W. Fish, merchen- 

dise manager, William Filene's Sons, Boston, Mass.; Herbert Lape, Jr., president 

of the Julian & Kokenge Company, Columbus; Ben Cohen, merchandise manager, 
Kaufmann's, Pittsburgh, Pa. 


Boot and Shoe Recorder 








Dates to Remember 


Mid-Western Shoe Travelers’ Show, 
Cornhusker Hotel, Lincoln, Neb. 
May 3, 4, 5, 1942 


Monthly Shoe Buyers’ Days, Mich- 
igan Shoe Travelers’ Association, 
Hotel Statler, Detroit, 


introduction of Fall Footwear Fash- 
ions, St. Louis Shoe Manufac- 
turers Association, Hotel Penn- 
sylvania, New York City. 
May 4, 5, 6, 7, 1942 


Volume Shoe Manufacturers’ Fall 
Opening, Hotel New Yorker, New 
May 3, 4, 5, 6, 1942 


York, Hotel Pennsylvania, N. Y. 
May 5, 1942 


Central States Shoe Fair, Hotel 
Morrison, Chicago, Il. 
May 17, 18, 19, 20, 1942 


Annual Shoe Show, Iowa National 
Shoe Travelers’ Association, Hotel 
Chamberlain, Des Moines, Ia. 

May 17, 18,.19, 1942 


Southwest Fall Style Shoe Show, 
Adolphus Hotel, Dallas, Texas. 
May 17, 18, 19, 20, 1942 


Convention, California Shoe Retail- 
ers’ Association, Hotel St. Francis, 
San Francisco, Cal. 
May 24, 25, 26, 27, 1942 


Annual Convention, Pacific North- 
west Shoe Retailers’ Association, 
Portland, Ore. 

May 30, 31, June 1, 2, 1942 


Fall Shoe Show, Michigan Shoe 
Travelers’ Club, Hotel Statler, 
Detroit, Mich. June 1, 2, 1942 


Boston Shoe Fair, Hotel Statler 
and Parker House, Boston, Mass. 
June 1, 2, 3, 4, 1942 


Fall Shoe Convention, Mid-Conti- 
nent Shoe Travelers’ Association, 
Skirvin Hotel, Oklahoma City, 
Okla. June 7, 8, 9, 1942 


Annual Convention New York Shoe 
Retailers Association, Hotel 
Statler, Buffalo, N. Y. 

June 14, 15, 16, 1942 


Golf Tournament Central Pennsyl- 
vania Shoe and Leather Associa- 
tion, Lancaster Country Club, 
Lancaster, Pa. June 19, 1942 





Dickerson Officer 
Of Research Group 


CoLumsBus, On10—Walker T. Dicker- 
son, of the W. T. Dickerson Shoe Co., 
Columbus, has been elected vice-presi- 


April 25, 1942 








dent of the board of trustees of Citizens 
Research, Inc., fact-finding non-parti- 
san group interested in economical gov- 
ernment. S. P. Bush (also a shoe 
executive) is chairman-of the board 
of trustees. 


Shoe Club Plans 
Cocktail Party 

New York — Shoe Club of New 
York will hold a cocktail party at the 
Hotel McAlpin on Sunday, May 3rd, 
from 5:30 to 7:30 P. M. The party 


is planned to give members an op- 
portunity to act as hosts to the buyers 
and friends who will be in town for 
the shoe shows. 

A bar will be open, and service will 
be unrestricted to members and guests 
The party will provide a social hour 
or so before the serious business of the 
shoe showing. Members who are in- 
terested in attending or bringing 
guests should communicate with Miss 
Morgenstern at the club headquarters 
at the Hotel McAlpin. 
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15 of St. Louis’ finest factories 
MEN'S — WOMEN'S — CHILDREN'S 


M. K. WEIL SHOE CO. 
1326 Washington Ave. St. Louls, Mo. 
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Tuffly in Washington 


Houston, TexasS— Louis F. Tufily, 
manager of Krupp & Tuffly, Inc., one 
of Houston’s oldest shoe store, was in 
Washington for a week recently. 





“< TANNERIES AT GRAND RAPIDS, MICHIGAN 


“Good Neighbor” Promotion Sells Shoes 


Les Angeles, Calif. — One of the many sales producing windows in The Brooks 
Clothing Co. downtown Broadway store. The theme, “Brooks Good Neighbor 
Policy,” was developed around the Jarman shoe department's "Sportabies."” For 
@ background, the map of South America told a graphic story of the land to the 
South. This general campaign has been carried out all Spring with excellent 
results, reports V. A. Jefferies, divisional manager for the Jarman shoe depart- 
ments in this section. The window was instalied by Irving Waldem, display mana- 
ger for Brooks. The generous use of South American colors—bright reds, greens. 
and blues—compel eye-attention to the trim. These vivid colors make an excellent 
background for the sport shoes on display. Business in “Sportables™ has been far 
beyond expectation in all Brooks stores this Spring. Easter selling was extremely 
satisfactory. 





Army Buys Mosquito Boots 


Boston, Mass.—An experimental or- 
der for 100 pairs of a new type of army 
footwear, to be known as “mosquito 
boots,” has been placed with the Endi- 
cott-Johnson Corporation, it was an- 
nounced recently at the local Army 
Base. These are knee-length boots, the 
uppers of which are made of split 
cowhide. They are for use in the 
tropics. The contract was awarded at 
a price per pair of $3.60. 


Krug Carries Golo Line 


BuFFALo, N. Y.—Edward Krug, who 
for many years covered New York 
State for the Diamond Shoe Co., is 
now covering the same territory for 
the Golo Slipper Co. He had his new 
line displayed“ at the recent Buffaio 
Show. 


Successful Show Held 


In Buffalo 


BurraLo, N. Y.—The Buffalo Shoe 
Show was a big success with more 
than 300 buyers visiting the show and 
32 lines on display. Many visitors 
came from Pennsylvania Hamilton, 


and Toronto, Canada. Sizable orders 
were placed.* 

Monday (the second day) was Buf- 
falo Day. In the afternoon and eve- 
ning the shoe men were given a treat 
when Harry Altman, a former Main 
Street shoe store retailer and now 
owner of the Glen Park Casino, 
Williamsville, N. Y., donated the 
services of Noel Toy, a Chinese 
dancer. She appeared on the runway 
for several hours modeling the new 
style shoes. Many salesmen remained 
another day to take care of extra 
business. 

Louis Rubin, chairman, announced 
the next show, to be held at Hotel 
Statler July 19 and 20. 

Charlie Craney of the Freemen 
Shoe Co., Beloit, Wisconsin, was top 
man. His sales were over $12,000. 


O’Kelly Buys for 
Boston Store 


PHOENIX, ARIZ.—Ralph O’Kelly has 
been appointed shoe buyer at The Bos- 
ton Store succeeding Stanley Johnson. 
One of the first buying trips made by 
Mr. O’Kelly after getting duly organ- 
ized was to the Los Angeles market 
where he placed a considerable amount 
of orders. 
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Merchants Present at 
Julian & Kokenge Meeting 


CoLumBus, On10—Forty executives 
representing some of the largest retail 
establishments in the United States 
attended the recent semi-annual sales 
conference of the Julian & Kokenge 
Co., manufacturers of Foot Saver 
shoes. Also in attendance were ten 
sales representatives and the factory 
executives of the company. 

At the noon session, held at the 
Deshler-Wallick Hotel, James T. 
Aubrey, president, and J. J. Finlay, 
vice-president of Aubrey, Moore & Wal- 
lace, Inc., Chicago, the company’s ad- 
vertising agency, and H. D. Erk, adver- 
tising manager, presented the promotion 
and advertising plans for the coming 
Fall season. Newspapers, magazines 
and direct mail will be used. 

Herbert Lape, Jr., president of the 
Julian & Kokenge Company, presided 
at a banquet and evening meeting and 
conducted a round-table discussion on 
conditions affecting the industry with 
the retailer guests participating. H. 
N. Lape, Sr., chairman of the board, 
who is a member of the Executive 
Committee of the United States Cham- 
ber of Commerce, spoke, as did How- 
ard B. Lape, vice-president. Dr. Ken- 
neth Dameron, Ohio State University, 
was the guest speaker on the subject: 
“Civilian Morale Related to Salesman- 
ship.” 

Included in the list of retail execu- 
tives attending were: C. C. Casler and 
C. J. Henry, of H. P. Wasson & Co., 
Indianapolis; F. Arthur Clark of Chas. 
A. Stevens & Co., Chicago; Morris F. 
Cronkhite of Turrell’s, Seattle; O. S. 
Kitchen, of Jos. Horne Co., Pittsburgh; 
Marcus S. Rice and Oscar Kornblatt, 
of Famous-Barr Co., St. Louis; Paul 
O. Kuehn, South Bend, Ind.; V. V. 
McBryde, McBryde Boot Shop, Detroit; 
Willard Lewis, of Flint & Kent, Buf- 
falo; Fred C. Templar of D. J. Healy 
Shops, Detroit; Fred P. Spiess, Jr., and 
Lee K. Svendson, of the H. & S. Pogue 
Co., Cincinnati; Roy M. Price, of Byck 
Bros., & Co., Louisville; K. Passa- 
maneck, of Rich’s, Inc., Atlanta; W. H. 
Sherwin, of Dreyfuss & Son, Dallas; 
Frank H. Sill, Sill Shoe Co., Lima; 
Milton Brook of B. Rich’s Sons, Wash- 
ington, D. C,; C. H. Conner, of Younker 
Bros., Des Moines; E. J. Fanning, Oak 
Park, Ill.; Jack Fowler, of Innes Shoe 
Co., Los Angeles; C. C. Hall, of G. 
M. McKelvey Co., Youngstown; H. C. 
Volirath, Jr., of John Taylor Dry 
Goods Co., Kansas City; Chris Wayne 
and Eddie Laurent, of the Cain-Sloan 
Co., Nashville; Henry E. Wyman, 
Wyman’s, Baltimore; J. L. Stone, L. S. 
Donaldson Co., Minneapolis; Charles 
Taggart, of Marting’s, Portsmouth; J. 
C. McGrew and John W. Morgan, of 
Dils Bros. & Co., Parkersburg, W. Va.; 
L. A. Miller, of the Elder & Johnston 
Co., Dayton; Joe Nathan, of Block & 
Kuhl Co., Peoria; J. V. McComas and 
J. O’Conner, of Stone & Thomas, 
Wheeling; George L. Deegan and Jack 
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Our shoes play an interesting 
part in the American Way of 
Life and adapt themselves to 
the Spirit of the Times. 


War puts a_ responsibility 
upon us to conserve war ma- 
terials and utilize — without 
waste — the materials avail- 
able for civilian use. We 
have achieved a happy solu- 
tion to your problems with 
new styles of interesting foot- 
wear, calculated to appeal to 
American women playing 
new and diversified roles in 
American Life. 


HOTEL McALPIN, 


ROOMS 915, 917 
MAY 3rd—7th 





Cohen, of Morehouse-Martens Co., Co- 
lumbus; Ralph L. Taylor, of Roberts 
Cloak House, Columbus; Walter Bias, 
of the Foot Saver Shoe Shop, Columbus. 


Shoe Store Sales Up 
31 Per Cent 


CoLuMBuUs, OHIO—Total of 30 inde- 
pendent retail shoe stores throughout 
Ohio, representing a cross-section, re- 
ported a 31 per cent gain in sales, 
aggregating $156,581, during Febru- 
ary, 1942, as compared with the same 
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month last year, the Bureau of Busi- 
ness Research at Ohio State University 
disclosed. Sales in the first two months 
of 1942 were 46 per cent above the 
same 1941 period, but were 35 per cent 
less in February than in January of 
1942, the survey revealed. An average 
gain in sales of 14 per cent for Febru- 
ary, compared with the same month of 
1941, was revealed for all classifica- 
tions of retailers. Apparel stores as a 
group experienced a 32 per cent gain 
in February over the same month of 
1941, and a 25 per cent decrease, 
compared with January sales this year. 
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Bowling Shoes 
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BOWLING SHOES 


. 2 


up No. 734L Wos. Ox. 1.90 
No. 732X Men's Ox. 2.00 
No. 731X Men's Hi. 2.10 


15 Additional Styles 
in Steck. All reg. 
combination soles. 


SEND FOR 
CATALOG 


ARNOFF SHOE CO., INC., 101 Duane St.,N.Y.C. 
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QUALITY 
WOMEN'S SHOE JOBS 


FROM 
AMERICA’S FINEST FACTORIES 


BARIS SHOE CO., INC. 
79-81 Reade St., New York ity 

















Albert R. Vogel 


LOUISVILLE, Ky.—Retired shoe manu- 
facturer and a director of the Louis- 
ville Trust Company from 1931 to 1939, 
Albert R. Vogel, 73, died of a heart 
ailment recently after an illness of two 
years. 

Entering the shoe business as a 
salesman in his ‘teens, Mr. Vogel 
opened a wholesale house in 1895 with 
his brother, the late John Vogel, and 
became a manufacturer a decade later. 
He retired in 1926. 

A former president of the South 
Park Fishing Club, he had been a 
member of the Rotary Club and Audu- 
bon Country Club and was active in 
the Holy Name and St. Joseph’s Or- 
phans Societies. 

Surviving are his widow, Mrs. Ger- 
trude G., and sister, Mrs. Charles 
Lynn, Louisville. Services were held 
at the residence and at St. James 
Church with burial in Calvary Ceme- 
tery. 
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Obituaries 


Jerome L. Alvord 


Bripceport, CoNN.—Jerome L. 
Alvord, 70, partner in the Cantilever 
Shoe Shop, here, died recently. Mr. 
Alvord was one of the oldest shoe re- 
tailers in Bridgeport. He came here 
as a boy and for many years was em- 
ployed by W. K. Mollars, one of the 
oldest shoe stores in the state. 

In 1923, Mr. Alvord and Bertha B. 
Schwab opened the Cantilever Shoe 
Shop. The business will continue as 
before. Mr. Alvord is survived by his 
wife, Maud R. Alvord, a son, Alfred, 
and a grandson. 


Roy Fenster 


CHAMPAIGN, ILL.—Roy Fenster, pro- 
prietor of the Fenster Shoe Store, here, 
passed away recently at his home in 
Champaign after a brief illness. For 
many years, he was associated as a 
partner in the Spalding & Fenster 
Shoe Store, and in 1930 he started his 
own business known as the Fenster 
Shoe Store and continued in the same 
location until the time of his death. 

Mr. Fenster was 61 years of age and 
is survived by his widow and one sis- 
ter whose home is at Lincoln, Nebraska. 
Roy, as he was known to his many 
friends in the shoe industry, was an 
outstanding example of, sincerity, dili- 
gence and loyalty in all that he under- 
took. He was greatly respected in his 
own community. Burial services were 
held in Champaign and interment was 
at Kinmundy, Il. 


Mrs. Bessie Schwartz 


BrRooKLYN, N. Y. — Mrs. Bessie 
Schwartz, mother of Benjamin D. 
Schwartz and Samuel Schwartz of 
Schwartz & Benjamin, Inc., manufac- 
turers of women’s shoes, died at the 
Jewish Hospital, recently. She had been 
ill for some time. Ben Schwartz is 
president of the Shoe Club of New 
York, in addition to his affiliation with 
Schwartz & Benjamin. 

Funeral services were held at Flat- 
bush Memorial Chapel, Coney Island 
Ave. and Avenue J, Brooklyn. 


John Lindner 


PHILADELPHIA, Pa.—John Lindner, 
who at one time operated the largest 
shoe factory in Carlisle, Pa., died re- 
cently. He had been retired for some 
years because of his health. Mr. Lind- 
ner was 82. 

For many years he had been inter- 
ested in civic affairs and in the better- 
ment of the poorer people in his town. 
He donated a park for the grown-ups 
with playgrounds for children which 
was named after him—Lindner Park. 


C. B. Hedstrom 


Cuicaco, Int.—C. B. Hedstrom, well 
known shoe retailer, who operated 
three family shoe stores in Chicago, 
died recently after an extended illness, 
He was sixty years old. Mr. Hed- 
strom, who came to this country in 
about 1890 with his widowed mother, 
got his start in the shoe business in 
Chicago by working for Holden’s. He 
later worked for the Fair and 
Florsheim Shoe Co., and then went 
into business for himself under the 
name of Hedstrom and Sellstrom with 
a store on North Clark Street. He 
later took over entire ownership of 
that store and opened another. A 
little over a year ago he opened his 
third store. 

In addition to operating his three 
shoe stores, Mr. Hedstrom was very 
active in the religious world. He was 
president of the Business Men’s Chris- 
tian League and conducted revival 
meetings in the Chicago Loop for a 
number of years. He also traveled ex- 
tensively in the interests of spreading 
religion to business men and con- 
ducted revival meetings in all parts of 
the country. 

He is survived by his widow, two 
daughters, and three sons. The old- 
est son, Clifton, is active in the busi- 
ness. 


John W. Husted 


Detroit, Micuo.—John W. Husted, 
who operated the Health Spot Shoe 
Shop, downtown Detroit store, for the 
past eight years, died recently at his 
home, from a heart attack. A native 
of Lowell, Mich., he had been in De- 
troit since 1912, and was formerly a 
chiropractor until he opened his shoe 
store. His widow survives. Interment 
was in Woodmere Cemetery. 


Mrs. H. M. Newton 


Houston, TexaS—Mrs. H. M. New- 
ton, wife of the district manager for 
W. L. Douglas Shoe Stores in the San 
Antonio territory, died at their home 
in San Antonio, recently, according to 
information received by A. L. Willard, 
manager of the Houston Main Street 
store. 


Mrs. Rose Burns Townsend 


SEATTLE, WaSH.—Long engaged in 
the retail shoe business in Seattle, Mrs. 
Rose Burns Townsend died at her home 
at 218 W. McGraw St., at the age of 
62. Born in Michigan, she had been 
a resident of Seattle for 36 years, 
establishing her shoe store a few years 
after her arrival. She was the owner 
of the Hart Sample Shoe Store, having 
established this shoe business in Seat- 
tle in 1908. She was a member of 
the First Presbyterian Church as well 
as the Women’s Relief Corps of the 
G.A.R. Besides her husband, she leaves 
two brothers, Ed Wolverton, of Wash- 
ington, D. C., and Lt. Col. David R. 
Wolverton, at Camp Dix. 
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Growing Feet Need 
More Shoes Than Ever 





More babies, more shoes equals more 
business. Also, when children run and 
play all day, the number of shoes needed 
is greater. So prepare for the most ac- 
tive Summer selling season by stocking 
ELAM’S PRE-WELTS from ELAM’S 


in-stock service. 
Write for ELAM Booklet. 


We ship from distributive center nearest 
your city or town. 


F.S. ELAM SHOE CO. 





Canadian Production 
Highest on Record 


MONTREAL, CAN.—Canadian produc- 
tion of leather footwear in February, 
amounting to 2,626,084 pairs, was the 
highest on record for that month, the 
Dominion Bureau of Statistics reports. 
This was an increase of 7 per cent over 
the previous month and 19 per cent 
over the corresponding month of last 
year. The output during the first two 
months of 1942 was 5,090,031 pairs 
compared with 4,116,949 pairs in the 
corresponding period of 1941. 


New Tannery Opened 


Concorp, N. H.—The Brezner Tan- 
ning Company, New Hampshire’s new- 
est defense industry, opened recently 
with Governor Blood throwing an 
Australian hide into soaking pits to 
start the business rolling. 

Some 200 men ultimately will be em- 
ployed, according to Nathan Brezner, 
treasurer of the company, who “offered 
the full facilities of the company to 
the government at any time they are 
required.” A substantial backlog of 
orders for leather for soldiers’ shoes 
already is on the books, he said. 

The company is a subsidiary of N. 
Brezner and Company, Boston, which 
has been in the leather business for 
32 years. 
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Worcester Shoe Sales 
Over Last Year’s 


Worcester, Mass. — Retail shoe 
sales in this city are running between 
20 and 50 percent ahead of last year, 
comparing the first three months of 
the year. With the city’s industrials 
working overtime on a wide diversifica- 
tion of war goods, people are buying 
more shoes and better quality. 

L. J. Hand, manager of the shoe de- 
partments at Denhom & McKay, re- 
ports a 50 percent sales increase for 
the first three months of this year 
compared to the same period last year. 
Mr. Hand finds considerably less sales 
resistance in the higher bracket lines 
with a desire on the part of the con- 
sumers to get greater comfort. 

Murray Goldstein, manager of the 
street floor shoe department at Mac- 
Innes, reports a 56 percent sales in- 
crease since Feb. 1, the period when 
the department starts its financial 
year. 

Ben Sheftel, manager of the Morse 
Shoe Store, finds business considerably 
better. Harold Himell, manager of 
Empire Shoes, has realized a 20 per- 
cent increase for a period of two 
months compared with the same period 
of last year. 

A. H. Witt, shoe manager at C. T 
Sherer Co., reports an increase of 
slightly more than 50 percent for the 
first three months of the year. 
Timothy Horan, Filene’s, reports busi- 
ness considerably larger. 





By Rod and Reel or Gun 


Miami Beach, Fic. — When shoe men 
vacation at Miami Beach, they manage 
to get their fish—no matter if it's with 
the aid of hook, club or gun! Here are 
three well-known Chicago lads on vaca- 
tion. Left to right: David Simon of Simon 
& Compony; Sam Simen, now retired; 
Jules L. Simon of Simon Shoe Store. 


The Quality STAIN 


Shoe Polish 


Sor eS 


SARK TAM 


Ge 


é 
Boor Boor Pot! G 


SST Srall 


The finest compliment you can 
pay to your customers of good 
taste (and increase your good- 
will) is to proudly recommend 


KIWI STAIN SHOE POLISH 


You will be amazed at the large 
number of repeat calls you will 
receive for this quality leather 
preservative. A FREE regular 
size container of KIWI and full 
particulars will be sent upon 
your request. 


LYONS & COMPANY 
122 DUANE ST., N. Y. C. 
SELL KiW! — AND BE SURE 








Schiff Co. Officers Re-elected 


CoLumBus, OHIO — Re-election of 
Robert W. Schiff as president-treasurer 
of the Schiff Co., featured the annual 
meeting held recently at the firm’s 
Columbus, Ohio, headquarters. The 
firm, which had 294 units in operation 
at the close of 1941, compared with 
285 at the end of 1940, reported net 
profit for the year ended Dec. 31 last, 
of $536,028, equivalent to $3.33 per 
share on outstanding common shares. 
January and February sales this year 
were reported up 35 per cent. 

Other officers re-elected included 
Albert ‘Schiff, first vice-president; 
Edward E. Schiff, secretary and assis- 
tant treasurer, and Jack Schiff, second 
vice-president, succeeding Saul Schiff, 
resigned. Directors renamed, in addi- 
tion to the above, included Herman R. 
Tingley, Herman H. Stone, and Dr. L. 
A. Lurie. 


Willis to Manage 
Shoe Departments 


AKRON, OnI0—L. R. Willis has be- 
come manager of all shoe departments 
except those in the basement store of 
the A. Polsky Co., here. He came 
from New York City, where he had 
been located nearly five years as man- 
ager of women’s shoe sales in the East- 
ern division of the Florsheim Shoe Co. 
He previously had been Western divi- 
sion manager for I. Miller & Sons, Inc. 
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Moccasins 
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Men's, Boys’, Ladies’ 


$1.30 up 


18 Styles 
IN STOCK 


Send for NEW 
Style £6148 Catalog 


THE ARNOFF SHOE COMPANY, INC. 
101 Duane Street New York, N. Y. 
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St. Louis Jobs 





BRANDED 
SHOE JOBS 


St. Louis’ finest makes always 
on the floor. 


JOBS . . . SAMPLES 
CANCELLATIONS 


Women's better grades 
in dress and sport footwear 


SCHNEIDER SHOE CO. 
1404 Washington Ave., St. Louis, Mo. 











New Managers for 
Worcester Store 


Worcester, Mass.— Murray Gold- 
stein, previously assistant to Bernard 
Sugarman in the management of the 
street floor shoe business at MaclInnes, 
has been appointed manager. Mr. 
Sugarman has enlisted in the Navy 
and is stationed at Newport Navy 
Yard, Newport, R. I. 

Mack Sampson has been transferred 
from the company’s Boston store, 
where he was a salesman, to become 
assistant manager. Harold Sigel is 
now manager of the MacInnes base- 
ment shoe department, where he suc- 
ceeded Victor Parent. 
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Enlarge Plans to Make Synthetic Rubber 


U. S. Rubber Company Producing Large Amount of War 
Material. New Plants for Synthetic Rubber Under 
Operation and Expansion 


Jersey City, N. J.—F. B. Davis, Jr., 
president and chairman of the board, 
United States Rubber Company, told 
stockholders in the annual meeting 
here today that orders for war prod- 
ucts, exclusive of munitions, in the 
first quarter of 1942 had exceeded those 
for the full year of 1941, but that this 
increase in the war effort had been 
accompanied by continuous curtailment 
in the manufacture of peacetime prod- 
ucts. 

He added that the problems of planta- 
tions and taxes alone made the divi- 
dend outlook as uncertain now as it 
was early last month when directors 
deferred action on the preferred. He 
emphasized, however, that the directors 
had not “passed” the dividend, and 
explained there was a difference be- 
tween “passing” and “deferment,” 
“Deferment,” he said, “leaves the way 
open for further consideration.” 

Relating how his companys activi- 
ties reflected the government’s expand- 
ed war program, Mr. Davis said: “Ex- 
cluding munitions, war products orders 
in January, 1942, rose 52 per cent over 
December. In the first three months 
of this year they were almost 10 times 
as large as in the first three months 
of 1941. In fact, orders for war prod- 
ucts received in the first three months 
of 1942 exceeded those of the entire 
12 months of 1941. 

“During the first three months of 
this year your company was requested 
to operate a TNT plant. Construction 
is under way, and we plan to get into 
production this year. Negotiations are 
in process relative to further assisting 
the government, including the opera- 
tion of new synthetic rubber plants 
with capacities undreamed of a year 
ago.” 

Mr. Davis said that the company also 
had been authorized to expand produc- 
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real source of profits. 
Seibel’ ented 
357 Fourth Avenue 
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tion of the synthetic rubber plant 
which it had started building last year, 
and production of the ammunition 
plant which it is now operating in the 
midwest. 

“We further increased our participa- 
tion in the war effort in the first quar- 
ter of 1942 when we purchased a textile 
factory to supply our requirements for 
hose and belting duck, a factory in 
which we are now producing duck for 
tents, tarpaulins, knapsacks, and other 
military needs. 

“Supplementing these new projects 
was a large amount of retooling, re- 
arranging, and modernizing in many 
of our plants, in the process of con- 
verting them to make war products. 
To cite a few examples, one tire plant 
is scheduled to make parts for 105 
mm Howitzer guns, another to turn 
out airplane wing assemblies, and still 
another to produce self-sealing fuel 
cells; a footwear plant is to make per- 
ishable tools for small arms ammuni- 
tion; a general products plant will 
manufacture battery jars for subma- 
rines; a textile mill that formerly spun 
cotton into tire cord will weave it into 
Army duck.” 

Commenting on his company’s prog- 
ress with synthetic rubber, Mr. Davis 
said: “We have used synthetic rubber 
in our products since 1932. We have 
used it in a variety of products to serve 
a number of purposes. 

“The government has planned a 
large synthetic rubber program in 
which we expect to continue to play 
an important part. This program is 
rapidly taking shape. The immediate 
need is for all of us to have great 
patience and conserve our crude rub- 
ber products until the synthetic rub- 
ber industry can offset the loss of crude 
supplies.” 
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WH£ILLIAM ISELIN & Co.. INC. 


FOUNDED 1808 
‘ing service makes it possible 
for the shoe executive to devote full time 
to production and selling activities—the 


Fiscsors 1s 


for Manufacturers 
and Selling Agents 
of Shoes, Leather 
and Allied Products. 


NEW YORK 


Branch Officce 
LYNCHBURG, VA. GRAND BRAPIDS,MICH. LOS ANGELES, CALIF. 
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MORE WEAR FROM THE SHOES YOU SELL 


Months or Additional Wear 


witH Viseol... 


BE ALERT to a necessity and 

an opportunity. National 

Defense demands additional 

wear from every pair of shoes 

you sell. Here is a profit op- 

portunity. Sell Viscol Water- 

proof Leather Dressings to 

clean, preserve and brighten 

aan a American shoes. There are three 
longing the Life of Viscol Waterproof Dressings: 
Leather.” It gives Original Viscol, Triple-Action 
the whole picture of  Viscol, and Viscol Ski-Boot 
leathers and pre Dressing. Viscol Soap is a 
Vie cups cleaner, conditioner, and polish, 


Viscol Dressing for _ 
each of them. not a waterproof dressing. 


MARBRIDGE BUILDING “Z£®*.\ THE VISCOL COMPANY 


47 West 34th Street 1328 Broadway ¢/ STAMFORD - CONNECTICUT 


New York 




















Gift Canteen Opened 
At Field’s 


Cuicaco, ILL.—Slippers, tennis shoes, 
and shower clogs are included among 
the suggested gifts for service-men in 
the Gift Canteen recently opened by 
Marshall Field & Co. as part of the 
store’s second floor gift court. Shoe 
polishing kits are also among the com- 
plete selection of single gifts and com- 
bination boxes of items which are rec- 
ommended as things that service men 
and nurses really want and need. Cus- 
tomers are urged to “Send gifts that 
express your gratitude to our heroic 
service men and war nurses.” 


Open Play Shoe Section 


CuicaGo, ILL.— An expanded play 
shoe and leisure shoe section named 
the Sun Shoe Center has recently been 
opened at one end of th regular shoe 
department of The Fair, downtown 
department store. A wide variety of 
play shoes is displayed on counters, in 
built-in wall niches and against color- 
ful Summer backgrounds and resort 
scenes. Wording on the backgrounds 
reads, “Harmonize Your Footwear 
with Your Play and Casual Clothes” 
and Wear Sun Shoes for Blissful Bare- 
foot Comfort.” 
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Modern Shoe Store Opened in South 


Jackson, Miss.—The Mariiya Slipper Shop was opened here recently. This new 
exclusive women's shoe store is one of a group of twenty throughout the South- 
east, owned by S. J. Simowitz, of Augusta, Ga. Joseph Eisenberg and Ai Green- 
field, of the home office, were present fo supervise the opening. Bob Lambert, 
formerly of Savannah, Go., is manager. Notice how the attractive floor design 
in the foreground invites the customer to enter the store. At the left is a hosiery 
and handbag department, while at the right as one enters the store is another 
table display of handbags. 
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Classified and Want Ads 





SALESMEN WANTED 


SALESMEN WANTED 


, WANTED TO PURCHASE 








as general retailers. 
confidential. 





A NEW ENGLAND MANUFACTURER of Men’s and Boys’ Dress McKay and 
Goodyear Stitched Shoes has an opening for salesmen NOW traveling with a 
non-conflicting line. Preference will be given to those who have an established 
line of accounts. This line can be sold to Chain Store Organizations as well 
Commission 5% — drawing account later. 


Address 500, care BOOT & SHOE RECORDER, 100 East 42nd Street, New York, N. Y. 


All replies 








UTSTANDING NATIONAL SAFETY 

SHOE LINE has opportunity for experi 
enced salesman selling direct to industrial plants 
for re-sale to their employees, in Michigan and 
Illinois territory. State experience, salary and 
references, Confidential. Address #503, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York, N. Y. 





A | TEXAS TERRITORY open with estab- 

“*. lished large volume of business. Ours a 
popular priced In-Stock Line of Ladies’ Fast 
Styled Novelty Footwear. Require services of 
salesman with road selling experience. Write 
giving references and experience. Address: 
SHU-STILES, INCORPORATED, 1214 Wash- 
ington Avenue, St. Louis, Missouri. 





POSITION WANTED 


HOE MAN—Want responsible position as 

Manager or Buyer, or both. Sixteen years’ 
experience; Window trimming; Willing to prove 
ability. Southern California. Address #510, 
Care Boot & Shoe Recorder, 100 East 42nd 
Street, New York, N. Y. 


SHOE BUYER, Past five years bought entire 

volume Chain 37 Department Stores, preced- 
ing 15 years with Specialty Shoe Chains, Men's, 
Boys’ Dress et work, Women’s Novelties, Play- 
shoes, Arches, Sports, Slippers, Rubber Goods, 
Infants’, Children’s, etc. Can install basic stock 
or unit controls where needed, expert corre- 











HELP WANTED 


MANAGER FOR POPULAR PRICED fam- 

ily shoe store in vicinity of Washington, 
D. C. Must be draft exempt and preferably in 
forties. Salary $50 weekly with bonus based on 
satisfactory operation. Address $499, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
York, N. Y. 








MAYBE OPPORTUNITY KNOCKS FOR 

YOU! A leading manufacturer of Women’s 
fine Welt and Sbicca Footwear, located in Chi- 
cago, is in immediate need of an experienced 
Foreman to take complete charge of the Lasting 
Department. This connection is unusually at- 
tractive, but requires a man of exceptional and 
proven capability. If you are qualified write at 
once, giving full particulars about yourself. 
Your letter, which will be held in strict con- 
fidence is to be addressed to Box #507, care 
Boot & Shoe Recorder, 209 South State Street, 
Chicago, Til. 


POSITION WANTED 


XPERIENCED SHOE SALESMAN AND 

MANAGER—have 19 years’ experience in 
managing of Departments and Family Shoe 
Stores; have family and three children; Draft 
exempt; Age 39 years. Now emnloyed as Man- 
ager of Family Shoe Store. Will consider mov- 
ing to Oklahoma or Texas. Address #506, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York, N. Y. 











t t; office organization, etc. Favorable con- 
tacts with nearly all moderate price shoe re- 
sources. Married—two children. Address #511, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York, N. Y. 


OOKKEEPER, COMPLETE CHARGE, long 

experience, credits, collections, correspon- 
dence, payrolls, taxes. Credentials. Salary $30- 
$35. Address #505, care Boot & Shoe Recorder, 
100 East 42nd Street, New York, N. Y. 


UYER, OR ASSISTANT BUYER, 35 years’ 

experience in Men’s, Women’s, Children’s 
Shoes; Factory, Wholesale, Retail; 17 years on 
the road; 5 years Department Store; Employed 
now. Address #504, care Boot & Shoe Recorder, 
100 East 42nd Street, New York, N. Y. 


LINE WANTED 


ANTED SHOE LINE—Texas, Louisiana, 
selling list of Chains, Department stocks. 
Can sell them your Shoes if styled and priced 
right. Address #502, care Boot & Shoe Re- 
corder, 100 East 42nd Street, New York, N. Y. 


ANUFACTURERS HIGH-GRADE LINE 

—MAINE,. NEW HAMPSHIRE, VER. 
MONT TERRITORY: WOMEN’S. MEN’S 
DRESS AND WORK AND SPECIALTY. 
ESTABLISHED OUTLETS, HIGHEST 
QUALITY. 14 YEARS’ LAST EMPLOYEE: 
GOVERNMENT RESTRICTIONS COMPE! 
CHANGE; HIGHEST CHARACTER REF- 
ERENCES. ADVISE AT ONCE FULL DE. 
TAILS FOR INTERVIEW. ADDRESS: 
GROVER C. HANSON, 179 PLEASANT 
AVENUE, PORTLAND, MAINE. 




















Witt BUY FOR CASH Shoe Store or De- 
partment in Southern Florida. Must be 
doing $40,000. or over, with possibilities of 
more. Address #508, care Boot & Shoe Re- 
corder. 100 East 42nd Street, New York, N. Y. 





WE BUY 
Entire or Wholesale and Retail 
Stocks. Also ied Shoes such 
Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality, Bos- 
tonians, Stetson, Red Oross, Nunn-Bush, Ete. 
IBVIN BUBIN 
“The House of Jobs”’ 
88 Reade St., Cor. Charch 
Phone Barclay 71-7887. New York City 








SELL YOUR cearees STOCKS 
KIRSCH-BLACHER CO., INC. 


from 


108-110 Duane Street, New York 
Phone: WOrth 2-5377 and 5378 and 5379 











SHOE STORES WANTED 
FOR CASH 


79-81 Reade St., New York 
Unusual references on request 








CASH 


For Entire Stocks or Surplus Merchan- 
dise. This is a good time to dispose of 
them. We can use any quantity and 
pay the highest prices. 


CAMITTA SHOE COMPANY 
120 N. Fourth St., Philadelphia, Pa. 
Phone Lombard 2062 








MANUFACTURERS—RETAILERS 
SURPLUS STOCKS 
We buy for cash surplus or complete shoe stocks 
Branded or unbranded. G prices. 
Write, wire or phone. 
ARSH & CEASAR 


B. 
18 N. Fourth St. Philadeiphia, Pa. 
Phone Market 1 

















CLASSIFIED ADVERTISING RATES 
The rate for "Position and Lines Wanted" advertisement is 4 cents per word for all undisplayed advertise- 
ments. Minimum charge, 75 cents. For all other classified advertisements the rate is 7 cents 
charge, $1.25. When_a box number is desired twelve words should be added for the address. In all other cases 
each word of the address should be counted. 
The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 
Classified advertising is payable in adva 
£ Advertisements for this page must be in our New York Office on Friday of the week preceding publication 


r word. Minimum 
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FOR SALE 


S HOE STORE, Metropolitan Detroit, Modern 
main corner store; low overhead; closed 
evenings; selling oo Red Cross, 
etc. Net profit $4, $5,500 in- 
ventory. HENDIN" NORTHVILLE. MICH.- 
IGAN. 


FAMILY SHOE STORE, Long Island, Estab- 
lished twelve years. Clean, up-to-date stock 

100% location; reasonable rent; good living. 
Will require $6,000. Address #501, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
York, N. Y. 


SHOE DEPT. FOR LEASE 

















HILDREN’S SHOE DEPARTMENTS for 
lease in several Women’s Specialty Shoe 
Stores in and around New York City in 100% 
locations. Address #509, care 
Recorder, 100 E. 42nd Street, New York, N. Y. 





Definitely for Shoe 


Manufacturers 


New YorkK—The war meeting of 
shoe manufacturers called by the Na- 
tional Boot and Shoe Manufacturers 
Association for May 1, at the Hotel 
Commodore, New York, will be exclu- 
sively for manufacturers of all types 
of shoes, admittance by registration at 
time of meeting, 10.20 a. m. This ex- 
planation was given at headquarters of 
the shoe manufacturers’ association in 
the Chrysler Building. Inasmuch as 
the meeting is to be devoted exclusively 
to discussion of manufacturing prob- 
lems, the attendance of retailers and 
other persons in the trade is not deemed 
desirable. 

The morning session on May 1 will 
be held in the grand ballroom of the 
Commodore. Major Joseph W. Byron 
and A. J. Spring of WPB and Burton 
E. Oppenheim of OPA have been in- 
vited to speak. Representatives of the 
press are invited to this session. Group 
meetings for the manufacturers of dif- 
ferent types of shoes have been tenta- 
tively arranged to take place simul- 
taneously at 2.10 p. m. at the Com- 
modore, with the following chairmen, 
co-chairmen and vice-chairmen: 

Men’s and Boys’ Shoes: Co-chair- 
men: Maxey Jarman, James E. Wall; 
vice-chairmen: W. L. Gleason, Henry 
W. Cook, Irving Florsheim, E. S. Ger- 
berich, Harold C. Keith, John S. Kent, 
J. Franklin McElwain. (Others to be 
appointed representing additional types 


and grades.) 

Women’s Shoes: Chairman: Roger 
A. Selby; co-chairmen: Newton Elkin, 
Morgan Grossman, C. L. Hein, Joseph 
Koss, Edward Metzner, Louis Salvage, 
Jerome Schoen; vice-chairmen: J. Ed- 
son. Andrews, Milton Halle, George 
Miller, Joseph S. Stern. (Others to be 
appointed representing additional types 


and grades.) 
Misses’, Children’s and Infants’ 
Shoes: Chairman: J. L. Moran; vice- 


chairmen: F. I. Curtis, N. Ettelbrick, 
Galen B. Horner, W. E. Kreider. 
(Others to be appointed representing 
additional types and grades.) 
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MERCHANTS’ NEEDS 





MERCHANTS’ NEEDS 

















BRANNOCK 
SHOE FITTING DEVICE 


1. FIT BETTER—SELL MORE 


increase repeat sales 


2. ATTRACT NEW CUSTOMERS 
more professional skill ° 


3. CUT FITTING TIME IN HALF 


fewer try-ons; more sales 


Write for Scientific Folder and 
list of manufacturers offering 
Brannock Devices at special co- 
operative price. 


Slippers: Chairman: Frank M. Simp- 
son; vice-chairmen: E. R. Breck, Paul 
D. Earl, Louis J. Golden, Leo Good- 
kind. (Others to be appointed repre- 
senting additional types and grades.) 

Athletic, Play Shoes, Moccasins and 
Miscellaneous: Chairman: Willard S. 
Bass; vice-chairmen: Arthur Berg, 
John B. Goldenberg, William Joyce, 
Jr., H. G. Powning, Jr., Arthur A. 
Williams. (Others to be appointed rep- 
resenting additional types and grades.) 

General Lines: The Committee will 
appoint representatives from their 
companies to attend the group meet- 
ings, and advise regarding further sub- 
divisions of meetings. Chairman: F. A. 
Miller; John A. Bush, John A. Faulk- 
ner, B. A. Gray, Charles F. Johnson, Jr. 


Names Matlock as Manager 


Monroe, La. — The Family Shoe 
Store, long established local company, 
announces the appointment of C. C. 
Matlock as store manager. He has 
had many years’ experience in fitting 
and selling shoes, as owner and man- 
ager of his store in Springfield, Mo., 
and for the past 10 years as field 
supervisor for 10 states with the In- 
ternational Shoe Company of St. 
Louis, Mo. 

During this time, he serviced the 
Family Shoe Store for his firm and is 
especially familiar with the mer- 
chandise and service policies of this 
store. 








MAKE MORE SALES 


with the original 
SHOE DOCTOR SHRINKERS 


Roller type device 





FOOT COMFORT easily 
provided for hard-to-fit or 
abnormal feet. Our Shoe 
Doctor Shrinkers when used 











with our specially pre 
pared fluids, give the 
proper fit to shoes which 





fit lerge around the top. 
slip at the heel, or gap at 
the sides. Any fullness or 











$ 50 wrinkles in leather or fab- 
ric are easily shrunk with- 
Curved type tree out harm. 


Special combination offer $25.00 (fuide in- 
cluded in above prices). 


Send your order or write for detail information 


E. C. SMELTZER CO. 


121 B. Gist Street, Indianapolis, ind. 


Northwest Travelers 
To Hold Showing 


MINNEAPOLIS, MINN.—The Northwest 
Shoe Show and Convention for the com- 
plete showing of Fall lines will be held 
at the Radisson Hotel here on May 31st, 
June ist and June 2nd. The show is 
sponsored by the Northwestern Shoe 
Travelers’ Asociation. They will go 
“all out” to give both exhibitors and 
buyers the type of show and the type of 
entertainment desired at a convention. 

To carry out completely the elab- 
orate program planned, a Board of 
Control for this convention was set up, 
consisting of Max Ellenstein as chair- 
man, assisted by Tad Gallagher, Elmer 
York, Claude Sheldon, Art Pett and 
Francis Langer. The officers of the 
Northwestern Shoe Travelers’ Associa- 
tion are O. Harry Olson, president; 
Jeff Larson, vice-president; and Henry 
Thorson, secretary and treasurer. Head- 
quarters for the organization will be at 
Room 500 at the Radisson Hotel where 
all reservations will be taken care of. 
All reservations received on or before 
Saturday, April 4th, will be in the first 
drawings for room locations. 





25 Years of Service 


RocHESTER, N. H.—Ernest Carpenter 
of the South Lebanon section has com- 
pleted 25 years’ service with the United 
Shoe Machinery Corp. and has been 
admitted to the organization’s Quarter 
Century Club. 

Mr. Carpenter was a foreman in New 
Hampshire and Maine shoe factories 
before joining the United. 
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Dr. POSNER— 
ee 


And now again — as since 1888 — 
through wars, depressions and 
booms—Dr. Posner is equipped to 
take care of its loyal retailers—to 
see that they get the goods so that 
they can function profitably! 


The children’s shoe business will, 
of course, do its full part for final 
Victory. But since it requires less 
of the vital materials—it will be 
less affected than other footwear. 


The far-sighted retailer who fea- 
tures the Dr. Posner line and pro- 
motes it aggressively — will be 
handsomely rewarded. 

Let’s discuss your children’s shoe 
problems. See us at our Spring 
Opening Display— 


Hotel McAlpin 
Rooms 941-943 
May 4th-5th-6th 
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always explain that when Nunn-Bush makes them they're Ankle-Fashioned! 
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DON’T FEED THIS FELLOW 
too WELL! 


We have always been-proud of the fact that Stride-Rite 
factory management and prompt stock service have en- 
abled Stride-Rite dealers to get the highest turnovers in 
the juvenile footwear field. That is an advantage we do 


not want them to lose. 


But, heavy advance buying in anticipation of shortages | 
means swollen inventories . . . and swollen inventories im- 


pede turnover . . . eat up profits. 


As far as we can see now, there is no reason for making 
heavy commitments. We expect to continue prompt, ac- 
curate stock service on Stride-Rite shoes . . . to continue 
to deliver Stride-Rite shoes of suitable quality in sufficient 


quantities to meet the needs of Stride-Rite dealers. 


GREEN SHOE MFG. CO. 


* BOSTON- MASS - 





